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%& Gain in Insurance in Force: This important item in- 
creased $6,253,000 and now stands at $589,864,000. This is in 
excess of the amount in force on December 31, 1929. 


¥%& Increase in Assets: Assets increased nearly $16,000,000 
—a larger gain than in any previous year. Total of $195,000,000 
represents a 40% gain in last six years. 


%& New Record for Premium Income: With an increase 
of $1,200,000 over 1934, the premium income was the largest 
in the 85-year history of the Company. 


% Increase in Surplus: $833,000 was added to surplus, 
bringing the total to $6,651,000. In the last two years, surplus 
has increased $1,829,000. 


* Conservative Values: The Company invests its funds in 
accordance with the sound laws of Connecticut, and has 
followed conservative standards in the valuation of its assets. 
Take, for example, the bonds listed at their amortized value 
in the annual statement: On December 31, 1935, the market 
value exceeded their amortized value by $1,903,000. 


* 


The full text of the President’s report 
and the Company’s latest Financial State- 
ment will be sent to you on request. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


( FRIDAY. MAY I, 1936 
































1911-1936 


Silver Anniversay 


Premium Income 
—$4,713,629.00 
(an increase of 14% over 1934) 


Assets 
—$22,180,672.00 
(an increase of 11% over 1934) 





Insurance in Force 
—$193,955,746.00 


(an increase of 10% over 1934) 


Continental Assurance 
has made an increase in 


QNLY 7 U. S. and Canadian life com- sean: sani Aaieaniaaia ls 
panies made a greater gain in amount of force each and every year 
insurance in force (group and industrial since inception. 


excluded) in 1935 than did NYNL. 


This record attests in a most forceful 
way to the outstanding accomplishment 
of the Agency Organization, both with 
respect to the production of new business 
and the conservation of old business in 


the Company’s 50th Anniversary Year. 


Both in gain in insurance in force and 
in new business written during the year 
NWNL ranked far above its logical posi- 
tion on the basis of assets or insurance 


in force. 





* According to a tabulation in the April issue of the 
Life Insurance Courant. 


ASSURANCE COMPANY 


The Doorway by yt La} || to Opportunity 


CHICAGO, ILLINOIS 


NORTHWESTERN NATIONAL Affiliated with 
LIFE INSURANCE COMPANY 


STRONG~ MinneapolisMinn. ~LIBERAL CONTINENTAL CASUALTY COMPANY 


“*The Sooner You Plan Your Future, the Better Your 
Future Will Be’’ 
Life Insurance Week — May 11 to 16 
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Dole Not the Way 
to Have Security 


President Smith of New England 
Mutual Believes in Inde- 
pendent Provision 


FEDERAL PLAN A CRUTCH 


§ef-reliance Comes from Personal 
Effort, New York Managers 
Group Is Told 


Security of the American home owner 
never will be brought about through 
promise of present or future government 
benefits, for this will take away self-reli- 
ance and the desire to create by one’s 
own efforts, President G. W. Smith of 
the New England Mutual declared in a 
talk on “Cooperation between the Home 
Office and Field Forces,’ at the dinner 
of the Life Managers Association of 
New York. 

He sketched the vast economic and 
social changes that have occurred since 
1929, tying them into his subject by the 
statement that the greatest cooperation 
that can be given by life insurance com- 
panies to the field and to the 63,006,000 
policyholders is to assure the safety and 
permanence of the institution. 


Opportunity for Service 


The agency forces, he said, can con- 
tribute constructively to national stabil- 
ity by emphasizing saving as against 
injudicious spending. There is an ideal 
opportunity there to urge policyholders 
to plan for their own future independence 
rather than to lean on the government. 

“Life insurance has made a wonderful 
record which is widely recognized by the 
public,” he said. “It has been tested by 
inflation and deflation. 

"The charts indicate that the depres- 
sion years are largely behind us and 
that we are now in the post-depression 
period of low interest rates and vast 
sums of uninvested money. This makes 
the problem of the life insurance execu- 
tives doubly hard, for the interest on re- 
serves must be maintained and security 
ot principal must be guarded. 


Says Stability Unchallenged 


“But we are on the upward trend, 
and we know that the stability of life 
msurance, even under the onslaughts of 
the Past few years, is unchallenged. The 
Institution of life insurance will endure 
and the protection it affords continues 
to grow in popular favor. Life Insur- 
ance Week this year will again bring to 
the attention of thinking men the value 
of this protection.” 

Mr. Smith noted the lost and deflated 
values in the post-stock crash period, 
‘undreds of thousands of persons who 
ig looked forward to affluence and had 
Dased their living on paper profits, find- 
ing themselves overnight deeply in debt 
and with profits vanished. However, 
they had fife insurance, the only asset 
(CONTINUED ON LAST PAGE) 








Deplores the Shifting of 
Responsibility to State 





WARNING OF E. D. DUFFIELD 





Three Speakers at Prudential Banquet 
Give Attention to Idea of 
Totalitarian State 





NEW YORK, April 30.—The threat 
to individual liberties that lurks in every 
attempt to cure economic and social ills 
by turning them over to the government 
was stressed by all three principal 
speakers at the annual banquet of the 
Prudential. 

President E. D. Duffield warned that 
in shifting responsibilities to the govern- 
ment the individual risks the freedom 
from regimentation that has been looked 
upon as an inalienable right ever since 
the time of the Declaration of Indepen- 
dence. He suggested that it might be 
wise to consider the value of these tradi- 
tional American liberties, as contrasted 
with the restricted freedom in most Eu- 
ropean countries, before surrendering 
any part of them in an attempt to gain 
greater economic security. 


Reaping Without Sowing 


“T bring this to you tonight because 
if it comes about it will be because of 
abuses—because men have reaped where 
they have not sown,” said Mr. Duffield. 
“But these are not to be righted by 
giving up liberties. If we are going to 
right wrongs when wrongs exist it will 
be because individual men recognize the 
necessity of doing these things.” 

Disclaiming any partisan political note, 
Mr. Duffield said that his warning ap- 
plied just as much to Canada as to the 
United States. He contrasted the typical 
European dictatorship, in which the indi- 
vidual is subordinated to the demands 
of a totalitarian state and a country like 
the United States, in which the individ- 
ual is the important thing and the gov- 
ernment’s function is to protect him in 
the exercise of his rights. In times of 
stress, Mr. Duffield continued, it is but 
natural that the individual should turn 
to the government for help, but when 
this tendency arises it is a difficult one 
to control, as it becomes increasingly 
easy to turn everything over to the gov- 
ernment to direct and control, with the 
individual becoming less and less im- 
portant and the state becoming every- 
thing. 

Princeton President Heard 


President H. W. Dodds of Princeton 
University, a Prudential trustee, while de- 
ploring anything in the nature of social 
planning as leading inevitably to dicta- 
torship, stressed the need of developing 
a civil service which gives opportunities 
to young men of ability without creating 
a bureaucratic caste. The problem, he 
said, is to utilize their abilities, keeping 
them “on tap but not on top.” 

A. E. Morgan, head of McGill Univer- 
sity, said that he thought Americans and 
Canadians are by temperament hostile to 
the idea of totalitarian state but that 
democracy must hold out adequate ideals 
to its young people if it is to survive. 

Insurance Commissioner Withers of 
New Jersey and Insurance Superintend- 
ent Pink of New York were introduced 
and spoke briefly. 





H. H. Armstrong Sees Need of 


Aiming at Younger Buyers 





YOUNG PRODUCERS WANTED 





Travelers Official Tells Chicago Group 
Market Is Disintegrating at 
the Upper Ages 





Vice-president H. H. Armstrong of 
the Travelers, in addressing a meeting 
of his company’s agents in Chicago 
Monday, emphasized the importance of 
concentrating prospecting efforts upon 
younger men. He observed that the 
market for life insurance is disintegrat- 
ing at the upper ages. Many men in 
middle life have been crushed and will 
never again be important buyers of in- 
surance. 

The market, according to Mr. Arm- 
strong, is slow in progression and ac- 
cordingly it is difficult for the individ- 
ual agent to perceive the change. The 
agent must force himself to get out of 
his own age group and go after the new 
buyers of insurance. He pointed out 
that 2,000,000 young men are buying 
insurance for the first time each year. 
It is important to reach ths market at 
the proper time. 

Mr. Armstrong mentioned that the 
tendency of the day is to appoint 
younger agents, men just out of college 
or with two or three years experience. 
Many young men no older than 21 are 
being recruited. The companies, gen- 
eral agents and managers must bear 
with these recruits until they become 
seasoned, because they offer the hope of 
being able to keep up with the progres- 
sion of the market, according to age. 

Weymouth Murrell, assistant super- 
intendent of agencies, accompanied Mr. 
Armstrong to Chicago and attended the 
agency meeting. 

Mr. Armstrong went to Chicago from 
Knoxville where he attended the 40th 
anniversary dinner of the J. E. Lutz & 
Co., agency. 





Children Insure Parents 


for Estate Tax Savings 








NEW YORK, April 30—Underwrit- 
ing departments are getting quite a 
number of applications for insurance 
purchased by children on the lives of 
their parents for estate tax savings. Pre- 
miums run up to $5,000 on the annual 
basis, which will purchase a_ sizable 
amount of insurance. The parent gives 
the money to the son or daughter to 
pay the premium as there is a total gift 
tax exemption of $5,000 per year to each 
donee even after the $40,000 lump sum 
exemption is used up. 

By making the transfer in this way, 
the money is taken out of the parent’s 
top estate tax bracket and transferred 
without tax to the child, yet it is in 
such a form that furnishes little tempta- 
tion to the youthful donee to convert 
it into cash and spend it recklessly. 


Linton Talks in Pittsburgh 


The federal social security act was 
reviewed by M. Albert Linton, presi- 
dent Provident Mutual Life, at a lunch- 
eon session in Pittsburgh. 





American Bankers 
Decision Studied 


Implications of Permitting Com- 
pany to Secure Voluntary 
Liens Is Pondered 


COMPARE COCHRANE LAW 


Illinois Supreme Court Holding May 
Point Way to New Method of 
Handling Companies in Distress 


The decision of the Illinois supreme 
court upholding the right of a life com- 
pany to secure from assured voluntary 
liens against the reserves on their poli- 
cies and to treat those liens as admitted 
assets, has important implications. The 
case was American Bankers of Jackson- 
ville, Ill., vs. Insurance Director Palmer 
of that state. 


Mr. Palmer in a talk recently before 
a meeting of the Chicago Life Insur- 
ance Lawyers Club, referred to this case 
as the most important life insurance liti- 
gation in the last 25 years. This decision 
would seem to mean that there could 
not be a receivership of an Illinois life 
company on the grounds of insolvency 
if the company is able to get enough 
policyholders to consent to the impo- 
sition of a lien so as to produce an ex- 
cess of assets over liabilities to meet the 
minimum requirements. The decision 
would, no doubt, have weight in other 
jurisdictions and result in the voluntary 
lien system being used elsewhere as a 
substitute for receivership and subse- 
quent reinsurance. 

Mr. Palmer has not announced 
whether he will apply for a rehearing. 

It is interesting in this connection to 
recall that Insurance Commissioner 
Cochrane of Colorado caused a law to 
be passed two or three years ago pro- 
viding that a company might impose 
liens without being placed in receiver- 
ship. The first test of this law came in 
the case of the Pacific States Life, which 
was a hopeless mess, and the law was 
not given a fair test. 

The American Bankers has been put- 
ting up a determined fight to stave off 
receivership. A good portion of its busi- 
ness is industrial and the management 
felt that this business would vanish 
overnight and the agency force would 
scatter before reinsurance could be ef- 
fected if the ordinary receivership course 
were followed. As of Dec. 31, 1935, 
the American Bankers had $20,988,312 
insurance in force and 35,255 policyhold- 
ers. Its industrial business was $6,665,- 
952. 

The policy reserve at the same time 
amounted to $4,539,048, not taking into 
account the policy liens. 

The American Bankers secured 50 
percent liens from about one-half of the 
ordinary policyholders, the liens amount- 
ing to $1,004,449. The American Bank- 
ers kept Mr. Palmer informed of what 
it was doing and requested him to give 
effect to these liens as a deduction from 
the reserve liability. 

(CONTINUED ON PAGE 12) 








2 


THE NATIONAL UNDERWRITER 








May 1, 1935 








Industry’s Extensive Provisions for Employes 


Described by J. KE. Kavanagh 


A positive attitude toward steady em- 
ployment and complete programs for 
protection of employes with the idea of 
extending them, was the keynote of the 
talk given by James E. Kavanagh, vice- 
president of the Metropolitan Life, before 
the United States Chamber of Commerce 
at Washington. There is a very notable 
trend in voluntary efforts on the part 
of employers to protect employes. “So 
much is being done and so little is being 
said about it, that employers themselves, 
generally speaking, are far from being 
familiar with the large area of enterprise 
in which many find themselves providing 
protection for their employes. The Amer- 
ican employer of labor has not been 
prone to talk loudly, but he has been 
disposed to do much. He has not 
bragged of what he has done, or is 
doing, for the welfare of his employes. 
He has come to realize the wisdom of 
building up comprehensive programs of 
protection for those associated with him 
in business or industry.” 


Huge Payments Under 
Various Group Policies 


Death payments under group life con- 
tracts totaled approximately $80,000,000 
on 45,000 lives for all companies. In 
addition there was approximately $12,- 
800,000 paid out for accident and health 
benefits to approximately 195,000 per- 
sons. Furthermore, there were several 
millions of dollars paid out by the insur- 
ance companies in pensions or monthly 
annuities to many thousands of employes 
no longer active in service. “This large 
measure of protection has been built up 
since the world war,’ said Mr. Kav- 
anagh. “It is probably the most rapidly 
growing type of business that is being 
purchased today. Although we have 
gone through six years of a depression, 
more of this type of business is on the 
books of the insurance companies today 
than before the depression.” 

In the last decade life insurance com- 
panies through employer group contracts 
have paid beneficiaries $680,000,000 in 
life insurance and death claims, $125,000,- 
000 in disability. claims, $110,000,000 in 
accident and health claims and $25,- 
000,000 in annuities or pensions, a total 
of $940,000,000. 


Key to Successful 
Employe Relation 


“Keep a man physically fit, keep his 
mind actively engaged in healthy pur- 
suits, provide him with enough social 
activity so that his hunger for fun and 
friends may be gratified, help him build 
up through financial programs enough to 
satisfy his future needs, and you will 
have a happy and contented individual,” 
said Mr. Kavanagh, in outlining what 
industry has been doing for its employes. 
He enumerated the extensive provisions 
for employe welfare. 

“We hear much about unemployment 
these days and we hear very little about 
employment. The steady employment 
that is provided and has been provided 
all through these years of the depression, 
to tens of millions of employes, is not 
news and gets little or no comment. We 
are apt to forget about the billions of 
dollars of annual payroll that is provided 
by the American business houses,” said 
Mr. Kavanagh. 


About 20,000 Employers 
Under Group Contracts 


About 20,000 employers of labor in 
America have engaged the services of 
life insurance companies to guide their 
employes in systematic methods of pro- 
viding insurance protection. Over 10 
percent of all the insurance carried by 
American life companies is not procured 
through agents but by American em- 
ployers of labor. These 20,000 employ- 








ers have initiated payroll reduction pro- 
grams to operate automatically, silently 
and most effectively in building up of 
estate reserves. Twenty-two percent of 
all the accident and health premiums col- 
lected by insurance companies provide 
group accident and health benefits. Ap- 
proximately 6,000,000 men and women 
on the payrolls of employers have taken 
out life insurance, sickness, hospital aid, 
old age and combinations through the 
encouragement and facilities provided by 
thoughtful employers. “Through this 
cooperation the employes have in many 
cases had protection which they could 
not secure or would not have secured of 
their own volition.” 

In many instances the employer func- 
tions as a branch office of the insurance 
company. He secures the applications, 
collects the premiums and submits them 
to the company. This service is ren- 
dered without direct compensation to 
the employer. No allowance is made 
for commissions or expenses. The ad- 
vantage to the employe who gets his 
insurance in this way is that he gets less 
than the tabular rate as a portion of 





the premium is paid by the employer and 
because the business is done on a whole- 
sale basis. He has the added advantage 
of securing the insurance without medi- 
cal examination and is further protected 
against the possible failure to pay the 
premium on time. 

In addition to life insurance, sickness 
and accident protection and hospitaliza- 
tion benefits are now being provided. 
Of recent years there has been a growing 
tendency to write hospital insurance 
under the terms of which the employe 
is guaranteed from the life insurance 
company a certain sum of money while 
in the hospital, together with allowances 
for special treatments. 

The pensioning of employes through 
definitely announced retirement plans 
has been rapidly growing. This is done 
by getting the insurance company to 
issue deferred annuities that are paid for 
jointly by the employer and the em- 
ploye on the instalment plan. The scale 
of benefits is usually made to harmonize 
with the compensation of the employe. 
The average employer under a contribu- 
tory retirement plan usually aims at a 





Pension Program Outlined 


Vice-president Kavanagh of Metropolitan Life Suggests Plan for 
Coordinating Private and Government Retirement Provisions 





Since the enactment of the federal 
‘social security act much has been said 
regarding the coordination of the fed- 
eral with private pension plans, espe- 
cially those operated through group life 
insurance companies. The federal plan 
provides for keeping intact the reserve set 
up by the individual employe, regardless 
of the number of employers he may 
work for before he reaches retirement 
age. Since the majority of group writ- 
ing companies do not wish to set up a 
similar transfer plan because of the 
cumbersome details involved, that diffi- 
culty has held up any program for sub- 
stitution of private pension plans for the 
government plan along the lines of the 
Clark amendment. 


Seek Coordination 


Those who have not opposed the so- 
cial security act pension provisions, have 
held that a satisfactory method of co- 
‘ordinating private and government pen- 
sion plans could be worked out, espe- 
cially as the federal plan provides only a 
meager basic pension which in many 
cases is inadequate without supplement- 
ary provisions. 

In his talk to the United States Cham- 
ber of Commerce conference in Wash- 
ington, James E. Kavanagh, vice-presi- 
dent of the Metropolitan Life, outlined 
the following coordinating plans, which 
are of especial interest because of the 
Metropolitan’s extensive group opera- 
tions: 


Preserve Desirable Features 


“In view of the social security act, in- 
surance companies have developed some 
new group annuity plans, which together 
with these social security old age bene- 
fits, will continue to produce effective 
retirement incomes. There are several 
variations of these new plans, but in the 
main they preserve the principles which 
employers have found so desirable in 
the operation of contributory retirement 
plans. It has been found in practice that 
in order to have employes gracefully re- 
tire there must be an income or pension 
which will harmonize with the earnings 
of the employes. 

“One such plan which has had consid- 





erable employer approval may be de- 
scribed briefly as follows: 

“Employes are divided into two 
groups: first, those earning less than 
$125 per month and second, those earn- 
ing $125 per month or more. 

“Those in the first group are eligible 
to join the private plan at age 35. If 
they commenced contributions earlier 
than 35 the annuity payable by the insur- 
ance company when combined with the 
federal benefit would exceed as a per- 
centage of earnings the retirement in- 
come objective of somewhere between 
50 percent and 60 percent of pay. 


Eligible to Join 


“Those in the second group are eligible 
to join the private plan, regardless of 
age, in order that the annuity payable 
by the insurance company, plus the fed- 
eral benefit may approximate 40 percent 
to 50 percent of pay. 

“The retirement age of the private 
plan coincides with the government plan 
—that is, age 65. Arrangements may 
be made for earlier retirement in special 
cases under this private plan. 

“The employes earning less than $125 
per month contribute $2 per month 
under the private plan. Combined with 
the social security taxes, this means that 
employes in this salary classification 
would contribute (to both the federal 
and private plans) a total of approxi- 
mately 3 percent of pay in the years 1937, 
1939, rising to approximately 5 percent 
of pay in 1949, 

“Employes earning $125 per month and 
more contribute from 3 percent to 4 per- 
cent of salary in the years 1937 to 1939 
inclusive, gradually rising to 5 percent in 
1949. These percentages include the so- 
cial security taxes. 

“The employer’s gross outlay for this 
plan plus social security taxes under Title 
VIII of the act would approximate 9 
percent of payroll for the years 1937 to 
1955 inclusive, and approximately 6 per- 
cent of payroll thereafter. By this time 
sufficient money will have been accumu- 
lated to take care of those employes who 
are now, say, 45 years of age or more. 
From then on, all those attaining age 65 
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retirement income for his employes of 
approximately 50 percent of pay. This; 
frequently accomplished by setting y : 
scale of benefits that will provide annui- 
ties of 12 to 2 percent of the compensa. 
tion received during the working year; 
The employe who retires at age 65 afte 
40 years of service, for example, wil] be 
entitled to 40 times 1% percent or 60 
percent of his average earnings. The 
insurance Company pays an annuity of 
this amount on a monthly basis so long 
as the employe lives. 

There is a distinct trend toward givin 
the employe so-called vested rights in the 
employer’s contribution to the pension 
fund even should he leave the service oj 
the employer. It is hoped that over the 
years the practice will be so common 
that an employe transferring from the 
service of one employer to another may 
be able to carry with him his annyal 
annuity benefits and thus have for him. 
self a guaranteed retirement income 
when he arrives at normal retirement 
age, even though that income has been 
built up through service with several 
different employers. 


Life Insurance vs. 
Veterans’ Bonds 


W. E. Talbot, vice-president and 
agency manager of the Southland Life, 
writes: 

“In your issue of April 17, President 
Thomas A. Bucker of the New York 
Life, advises agents not to make an ef- 
fort to induce veterans to cash United 
States government bonds (adjusted 
service certificates) for the purpose of 
taking out life insurance. 

“There is no desire on my part to 
start any controversy with the president 
of one of the largest insurance com- 
panies in the United States; but as an 
ex-service man who served with the 
42nd Rainbow division during the war, 
and have an investment of the adjusted 
service certificates to make, I would 
like to offer my plan: 


Will Purchase Endowment 


“At age 40, $1,500 will purchase a 10- 
year endowment of $2,034. Enhance- 
ment each year in comparison with the 
adjusted certificate bonds is shown be- 
low: 

Value at End 





$1,500 Invested in 


of Year Life Ins. $2,034 Two Sav. Bonds 
1 $1,464 1,520 
2 ,519 1,560 
3 1,580 1,600 
4 1,639 1,640 
5 1,698 1,680 
6 1,759 1,720 
7 1,824 1,760 
8 1,889 1,840 
9 1,960 1,920 
10 2,034 2,000 


“In my mind, this plan has the fol 
lowing advantages: : 

“(1) At death at any time, the full 
value of the policy is paid to the bene- 
ficiary. With the savings bonds there } 
no such provision. 

“(2) The rate of return in ten years 
is $34 more on the insurance policy. 

“(3) If in need of funds, it is neces 
sary to sell the bonds, as they cannot be 
used as collateral, and I have lost them. 

(CONTINUED ON LAST PAGE) 








will have had at least 20 years accumula- 
tions to their credit. 

“A somewhat less generous plan may 
be arranged so as to cut the retirement 
annuities about 25 percent and the em- 
ployes’ and employer’s outlay accord- 
ingly. This plan would produce by 4 
combination of private annuities and 
federal benefits a total retirement income 
ranging from 30 percent to 45 percent of 
pay.” 
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Southern Ad Men 
Hold Annual Meet 


Karl Ljung Elected Chairman at 
Birmingham Session; Russell 
Vice-Chairman 


EXHIBIT AWARDS MADE 


¢, C, Fleming Endorsed for President 
of Life Advertisers Association; 
Agency Officers Gather 


NEW OFFICERS ELECTED 


Chairman — Karl Ljung, Jefferson 
Standard. 

Vice-Chairman—Emmett Russell, Jr., 
Life & Casualty. 

Secretary—Sam Hay, Jr., Great South- 
ern Life. 

1936 meeting place Nashville, Tenn. 


By HOWARD J. BURRIDGE 


BIRMINGHAM, ALA., April 30.— 
Advertising managers of southern life 
companies met here this week for the 
eighth annual gathering of the South- 
ern Round Table of the Life Advertis- 
ers Association. Thomas J. Hammer, 
Protective Life, presided as chairman, 
and kept the sessions moving at a lively 
and interesting pace. 

The organization endorsed C. C. 
Fleming, Life of Virginia, for president 
of the Life Advertisers Association and 
nominated Mr. Hammer for a place on 
the L. A. A. executive committee. 

Its meeting, held Monday and Tues- 
day, was immediately followed by a get- 
together of the Southern Agency Off- 
cers whose sessions were presided over 
by J. M. Holcombe, Jr., manager, and 
K. R. Miller, consultant, Life Insurance 
Sales Research Bureau, who also con- 
ducted a congress for managers Thurs- 
day and Friday. 


Annual Banquet Held 


The joint annual banquet of the 
Southern Round Table and Southern 
Agency Officers was held Tuesday eve- 
ning. The speakers were Dean Lee 
Bidgood of the University of Alabama 
and Dr. Gus Dyer of Vanderbilt Uni- 
versity. There was singing by the 
cathedral choir of Independent Presby- 
terian Church. 

The concluding session Tuesday was 
opened by R. G. Richards, agency sec- 
retary Atlantic Life, with his talk on 
“How a Life Insurance Advertising 
Man Should Improve Himself.” He ex- 
pressed belief there is room for con- 
siderable improvement in the direction 
of direct-mail work. There are also 
big possibilities for closer cooperation 
with the agency department, Mr. Rich- 
ards said. He advocated that advertis- 
ing men follow the C. L. U. course of 
treading so as to keep abreast or ahead 
of the agency force, and said that much 
can be done in the field of advertising 
research, 


Discuss Sales Campaigns 


Various types of sales campaigns 
were considered by Karl Ljung, assist- 
ant secretary Jefferson Standard whose 
company’s special contest efforts have 
been notably successful. Enthusiasm 
must be the basis of any result-geting 
sales drive, but no real success is at- | 
tained unless heavy emphasis is placed | 
upon quality business and _ qualified , 
Prospects. Too many campaigns, Mr. | 
Ljung said, are liable to stimulate the | 
Production of undesirable business or ' 
early lapses. An informal exchange of 
Contest ideas followed. | 

(CONTINUED ON PAGE 26) 





Analyzes Mind of 
Buyer While He Is 
Being Interviewed 











NEW YORK, April 30—The great 
field for development in any type of 
endeavor involving selling or negotiat- 
ing is to be found in psychology and in 
“the proper appraisement and measur- 
able control of the human mind,” 
Homer S. Pace informed members of 
New York Chapter, C. L. U., at their 
April meeting. Mr. Pace is president 
of Pace Institute, a school of business 
technology in New York City. 

Mr. Pace suggested that this thought 
be developed by “intensive study of the 
accepted principles of psychology and 
then by consistent effort to apply the 
principles with which you are con- 
fronted.” He listed the following five 
steps in the buyer’s mental process: 

1. Recalling of the facts he has pre- 
viously accumulated in connection with 
the product or service offered for sale. 
In the case of life insurance, he recalls 
a number of things, benefits from its 
protection; hardships due to its ab- 
sence; misuse of insurance received in 
lump sums; a hazy idea of the different 
kinds of insurance and the standing of 
various companies; instances in his own 
life having a bearing on life insurance, 
for example, a critical illness during 
which he did not have adequate protec- 
tion. 

2. Reception of new facts that have 
to be related to the facts previously in 
mind. : 

3. Creation, by process of imagina- 
tion of a pattern or picture of possible 
future conditions involving the acquisi- 
tion and use of the offering. 

4. Relating of the individual to the 
mental picture or pattern thus created. 

5. Decision to acquire the offering, 
carried into effect by the act of buying. 





Extensive Plans Under Way 
for Life Insurance Week 





Elaborate plans are being made in 
cities all over the country to give ade- 
quate publicity to Life Insurance Week, 
May 11-16. Large posters will be dis- 
played in banks, office buildings, theaters, 
telegraph offices, railroad stations and 
similar vantage points. Speakers are 
being arranged for meetings of clubs and 
various organizations and news stories 
over the radio and in daily papers will 
carry the message to the public. 

The National Association of Life Un- 
derwriters has appropriated a large sum 
of money for advertising in the daily 
papers. Many individuals and agencies 
are also planning to run “tie in” adver- 
tising and mats are being provided for 
this purpose. Extensive publicity mate- 
rial has been prepared. Agencies and 
home offices are arranging for a wide- 
spread distribution of booklets entitled 
“Seven Wise Men.” 


CHICAGO PLANS UNDER WAY 


Plans are rapidly being completed for 
the Chicago program for Life Insur- 
ance Week, May 11-16, under the chair- 
manship of W. M. Houze, Chicago gen- 
eral agent John Hancock Mutual Life. 

The drive to make the city life-insur- 
ance-conscious will begin Monday morn- 
ing, May 11, with a combined agency 
meeting in the form of a breakfast at the 
Sherman hotel. The speaker will be C. 








“The state of mind that induces the 
prospect to act is the product of all 
that has gone before with regard to in- 
surance, narrowed down to a mental 
pattern that induces action,” Mr. Pace 
concluded. 








at once. 


working.” 


the sepulchral men. 


Independence Square 





A Sepulchral Sale 


This happened a fortnight ago to one of our representa- 
tives. Cold canvass that led him to a cold grave. 


Setting out vigorously on a sunny afternoon, to dig for 
commissions among strangers, he soon sold a young man of 21. 
Then proceeded to create of him a center of influence. The 
applicant had a brother, and he urged the Agent to see him 
“Where can I find him?” 
tery, helping to dig a grave.” Thither the life insurance man, 
where, so the account read, he found two men “earnestly 
He told them his name and business, and they in- 
vited him to say his say. So, the three sat on the edge of the 
grave, their six legs dangling in it. They dangled long enough, 
in this thoroughly motivating situation, for him to sell both of 


Incidentally, continuing his cold canvass, the sum of the 
afternoon’s work was five applications for a neat total, amply 
compensating the salesman for his grave adventure. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


“He’s over at the ceme- 


PHILADELPHIA 




















B. Randall, vice-president Inland Steel 
Company, Chicago. Many agencies have 
already indicated 100 percent attendance 
while some are making use of breakfast 
tickets as production awards. 

An unusual feature to be inaugurated 
with the campaign this year is a histori- 
cal exhibit. Agencies are urged to sub- 
mit any novel ideas they may have or 
any material of a historical nature which 
will arouse public interest. The associa- 
tion has been promised a facsimile of the 
first charter issued to a life insurance 
company in the United States, and also 
of a policy issued to Daniel Webster. 
Arrangements are also being made to 
show pictures of past presidents of the 
United States, together with statements 
made by each of them regarding life in- 
surance. Interesting material already re- 
ceived for the exhibit is as follows: 
A photostat of a policy issued to Andrew 
Gump in 1856, maturing as a claim in 
1883; a photograph of the first insurance 
building constructed, dated 1830, and a 
facsimile of a policy issued to Napoleon. 


COLUMBUS EARLY BIRD BREAKFAST 


Walter R. Lawrence, Jr., of the Provi- 
dent Mutual, has been named chairman 
of the Life Insurance Week observance 
in Columbus, O., under the auspices of 
the Columbus Association of Life Under- 
writers. Rev. J. A. Thomas will speak 
at an early bird breakfast on the morning 
of the 11th. At a meeting on May 20 a 
cup, the gift of the Life Managers asso- 
ciation, will be presented to the agency 
whose members make the best average 
per man. Radio talks and addresses be- 
fore schools and service clubs will be 
features of the week. 

Paul M. Ray, Chattanooga general 
agent Provident Life & Accident, is 
general chairman there. 


—_— 


SAN FRANCISCO PROGRAM 


Plans for a “kickoff” sales meeting 
the morning of May 11 to officially open 
Life Insurance Week are being com- 
pleted by the San Francisco Life 
Underwriters Association. Arthur K. 
Deutsch is general chairman. 

A number of the larger department 
stores have pledged prominent windows 
and the underwriters are offering a prize 
of $50 for the winner in window dis- 
plays. Golden Gate Park will again have 
one of its large floral beds carrying the 
insignia of the week as it did during the 
meeting of the National association in 
San Francisco in 1932. A feature of the 
week is to be an “oldest policyholder 
contest.” The seven oldest are to be 
guests of honor at a special luncheon 
during the week. 


BREAKFAST IN LITTLE ROCK 


A breakfast May 11 to launch insur- 
ance week is being planned by the Lit- 
tle Rock Life Underwriters Association. 
Arwood Henderson, Union Central Life, 
is the general chairman. 


— 


PLAN LIFE INSURANCE EXHIBIT 


Announcement is made that Phila- 
delphia’s six ordinary life companies 
had joined in a gigantic life insurance 
exhibit to be held in the center of the 
Auditorium during the pageant of 
“Philadelphia on Parade” at the com- 
mercial museum, May 7-16. 

The exhibit will tie in with Life In- 
surance Week. It will have a 26 foot 
pylon with revolving beacon on top 
lighting up the entire hall. Two U 
shaped walls will give a booth effect. 
No attempt will be made to sell life in- 
surance but two attendants will always 
be on hand to answer questions. 

A series of murals depicting life in- 
surance at work will line the walls. 
They will picture family protection, old 

(CONTINUED ON PAGE 26) 
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Keeping Up with Dollar 
Shifts by Use of Options 





GREAT FOUR-YEAR INCREASE 





President Smith of New England Mu- 
tual Tells His N. Y. Producers 
How to Allay Fears 





NEW YORK, April 30.—Settlement 
options are being used by life insurance 
buyers about 10 times as much as they 
were four years ago, President G. W. 
Smith of the New England Mutual Life 
told his company’s representatives in 
the New York metropolitan area at a 
luncheon and sales conference. 

He said he had recommended the use 
of optional modes of settlement to wor- 
ried policyholders who had inquired if 
their policies could be made payable in 
wheat or other commodities or in some 
way be made to keep pace with varia- 
tions in the dollar’s purchasing power. 
Suggesting the use of settlement options 
to average the value of the dollars in 
life insurance proceeds had apparently 
settled the question in every case, he 
said, as no further correspondence had 
ensued. 


Decrease in Surrenders 


Surrenders are decreasing markedly, 
Mr. Smith said, citing this as a sign of 
stability for the company and its policy- 
holders. While the New England Mu- 
tual, in common with other companies, 
wrote less business this year to date than 
last, he said that the company’s agents 
had received more commissions this 
year, indicating higher premium business 
and less term insurance. : 

Touching on investment and taxation 
problems, Mr. Smith said life companies 
now have about one billion dollars idle 
in banks because of lack of available in- 
vestments. This figure is about double 
what it was a year and a half ago. 


Deplores Tax Increase 


Mr. Smith deplored the activities of 
taxing authorities in increasing the tax 
rate on life companies. He said they 
apparently overlook the fact that through 
the great increase in the business done 
by the companies much more is being 
realized in taxes than in the old days, 
even with the same tax base. Taxes on 
life insurance companies now aggregate 
to the equivalent of a 37 percent tax on 
net income. 

Vice-president G. L. Hunt made a 
plea for increased volume, not for the 
sake of volume itself or the increased 
commissions to the agents, but because 
it would be the biggest help in maintain- 
ing the present dividend level and the 
present liberality of the contracts. Dis- 
pelling the general assumption that big 
writers write a few big cases rather than 
many moderate sized policies, he said 
that the company’s three top men aver- 
aged 75 lives each, the next ten 52 each, 
and the next 20, 40 each, while all the 
company’s full-time men writing from 
seenaee to $200,000 a year averaged 17 
ives. 

A survey issued by the company in the 
last 18 months indicated that cold can- 
vass cases averaged $3,328, while cold 
canvass in which the agent used the 
company’s national advertising as a sell- 
ing aid averaged $4,056. The survey 
showed that referred prospects averaged 
$4,486 while insurance sold to old poli- 
cyholders averaged $5,011. 

Other speakers included Russell Keith, 
Harper Dowell, A. T. Dickey, Henry 
Grady, H.K. Ward, T. H. Hodgkinson 
and Howard Beers. 





SIMON GIVES VIEWS 











Objective analysis, undistorted by po- 
litical emotionalism, indicates that the 
basic causes for destructive inflation 
such as occurred in post-war Germany 
and France, are lacking in this country 
and no political party would have the 








Office Management Meeting 








The 1936 special conference of the 
Life Office Management Association will 
be held at the Edgewater Beach hotel, 
Chicago, May 25-26. It will be directed 
primarily to the interests of the smaller 
and medium sized companies. The gen- 
eral theme will be “Procedure for Con- 
trol of Receipts and Disbursements of 
Life Company Funds.” H. W. Foskett, 
assistant treasurer of the Equitable Life 
of Iowa, will be the general chairman. 
The program is as follows: 


Monday Morning, May 25 


Opening remarks—President Gordon 
A. Hardwick, vice-president Penn Mu- 
tual Life. 

“Control of Accounting Activities in 
a Life Insurance Company,” Willard D. 
Holt, assistant secretary Provident Mu- 


tual Life. 

1. Functions of chief accounting 
officer. 

2. Organization of an accounting de- 
partment. 


3. Control of accounting. 

4. Cost accounting. 

Committee Report: 
Receipts.” 

1. Control accounting for receipts of 
premiums, interest (policy loan and in- 
vestment), rents, sale of securities and 
real estate. 

2. Collection of 
ceivers.” 

3. Controlling receipts through branch 
offices and branch bank accounts. 

4. Handling cash received at home 
office. 

5. Home office control of bank accounts. 

a. Opening accounts, agency, property 
income, etc. 

b. Reconciliation of home and branch 
accounts. 

ce. Determining maximum and mini- 
mum balances in various bank accounts. 

6. Bonding company employes, home 
office and field. 

Chairman, R. E. Langdon, vice-presi- 
dent Guarantee Mutual. 

F. E. Young, actuary Montana Life. 

J. R. Watson, agency accountant Mu- 
tual Life of Canada. 

“Punched Card Control of Securities 
—Bonds and Mortgages,” Shepard E. 
Barry, comptroller Northwestern Mutual 
Life. 


“Control of Cash 


funds from “re- 


Monday Afternoon 


“Control and Custody of Securities,” 
V. B. Vanwart, supervisor investment 
department Sun Life of Canada. 

Homer N. Chapin, assistant financial 
secretary Massachusetts Mutual. 


1. Accounting control of (a) Bonds, 
(b) Mortgages, (c) Stocks, (d) Collateral 
loans, (e) Deeds to real estate, (f) Policy 
loans and premium notes, and (g) Mort- 
gage loan notes and agreements. 

2. Physical custody of securities— 

a. Routine for receipt, storage, and 
shipment of securities. 

b. Insurance and other safety precau- 
tions in handling securities. 

ce. Transportation and vault routine 
for storage and withdrawal of securities. 

d. Deposits with insurance depart- 
ments or with trust companies. 

“Stockholders’ Records’—Issuance of 
certificates, handling transfers of certifi- 
cates, lost certificates, stockholders’ divi- 


dends, etc., H. T. Polk, treasurer Na- 
tional Life & Accident. 
Discussional Conference: ‘Control of 


Cash Receipts.” 
Tuesday Morning, May 26 


“Law Relating to Checks and Drafts 
Both Received and Issued,” Carl M. 
Adams, counsel Equitable Life of Iowa. 

Committee Report: “Control of Dis- 
bursements’— 

1. Authorization and approval routine 
—board, officers, committees, etc. 


2. Purchase invoice routines, home 
office, field agency, property, etc. 
Disbursements—payroll, taxes, 


claims, policy loans, 
nance, agencies, etc. 

4. Mechanical equipment used—me- 
chanical check signing, use of one vs. 
multiple check signatures. 

Chairman, D. N. Warters, associate 
actuary Bankers Life of Iowa. 

J. M. Bryan, vice-president Jefferson 
Standard Life. 

George Aitken, chief accountant Great- 
West Life. 

George J. Westermann, statistician Al- 
liance Life. 


property mainte- 


Tuesday Afternoon 


Discussional Session: 

“Social Security Payroll Taxes—Com- 
pliance Procedure, Records, and Per- 
sonnel Policies Affected.” 

Chairman, Charles M. Taylor, assistant 
secretary Provident Mutual Life. 

Administrative Problems and _ Inter- 
pretation of Laws in Connection with— 

1. Home office employes. 

2. Field agency employes. 

(a) General agencies. 
(b) Managerial offices. 

3. Investment field office employes. 

4. Property operating and mainte- 
nance employes, contractors and sub- 
contractors. 

5. Miscellaneous problems. 








of destroying itself, Leon Gilbert Simon, 
Equitable Life of New York, declared at 
the meeting of the New England Mu- 
tual’s metropolitan agencies. 

Conditions which would make runa- 
way inflation a possibility could only be 
brought about by a change in the form 
of government, he said, making it clear 
that by change he meant something far 
more fundamental than the superseding 
of one existing major political party by 
the other, which would merely mean 
that “one form of conversation would be 
changed for another.” 


Life Insurance Excels 


As a hedge against the normal shifts 
in the buying power of money, life in- 
surance excels because it not only pro- 
vides an adequate number of dollars but 
also provides the right kind of dollars, 
Mr. Simon emphasized. It has been es- 
timated, he said, that if a dollar is worth 
$1 to a wife, it is worth $5 to an old 
man and $10 to a widow. Hence, the 
fact that money is provided at the time 
of greatest need more than offsets any 
possible decline in the dollar’s purchas- 
ing power. 

If the prospect is worried that the 
high-value dollars he pays in may be 
repaid in low-value dollars, the best 
course is to recommend use of settle- 
ment options so as to average the pay- 
ment of proceeds over high and low 
dollar-value periods. 

While the term “sound speculation” 
is somewhat contradictory, life insurance 
comes as close as anything can to this 
goal, Mr. Simon declared. The appreci- 


years is enormous, and even by the tenth 
year is still about 300 percent. He 
pointed out that if a man age 40 had put 
money into the 50 best stocks in the 
Dow-Jones list Jan. 1, 1925, he would 
have lost 29 percent of his principal by 
Jan. 1, 1935. On the Standard Statistics’ 
60 grade A bonds bought at the same 
time he would have lost 8 percent in the 
ten-year period. If he bought a 10-year 
endowment he would have gained 11% 
percent. 

Special taxation and creditors’ claims 
advantages of life insurance should be 
called to the prospect’s attention, also, 
the speaker said. 


New Members Elected 


Twelve companies have been elected 
to membership in the International 
Claim Association since September, 
1935. They are: Northwestern Mutual 
Life, Guaranty Life of Davenport, 
United States Life, Ohio National Life, 
Lumbermen’s Mutual Casualty, Equi- 
table Life of Washington, D. C., Crown 
Life of Toronto, Bankers National Life, 
Oregon Mutual Life, Union Coopera- 
tive, Independent Order of Foresters, 
Toronto, and Royal Neighbors, Rock 
Island, IIl. 


At the annual meeting of the New- 
ark Chamber of Commerce, Col. Lewis 
Ballantyne, connected with the bonding 
department home office Commercia! 
Casualty, was elected president. Alfred 
Hurrell, vice-president Prudential, was 
re-elected second vice-president. Off- 
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Eight Bids Submitted for 
Continental Life of St. Loui, 





LIBERAL KANSAS CITY OFpEp 





Superintendent O’Malley Takes Ptap, 
Under Advisement—Several Com. 
panies Seeking Insurance 





ST. LOUIS, April 30.—Superintenden: 
O’Malley has taken under advisement the 
eight bids he has received for the insy. 
ance and assets of the Continental Life 
of St. Louis. 

The bidders and their plans follow: 

James M. Crume, Chicago—Plan fo, 
reorganization and mutualization. 

Mound City Life, new St. Louis 
company, with W. L. Gourley, presiden 
‘and W. L. Hensley, secretary—Reingy. 
ance. 

Hubert R. Hudson of Oklahoma City 
—Plan for stock insurance. 

Occidental Life of Los Angeles—Reip. 
surance. 

Kansas City Life—Contract for sale 
and reinsurance. 

United Benefit Life of Omaha—Reip. 
surance. 

State National Life of St. Louis—Pyr. 
chase agreement. 

A_ group of St. Louisians including 
T. J. Leonard, W. D. Tibbals, C, T 
Burgess, T. F. Bowdren, N. R. Darragh, 
G. J. Herbst and P. J. Maguire—Rehab- 
ilitation and reinsurance. 


Must Study Bids 


_ Frank P. Aschemeyer, attorney for the 
insurance department, said it would take 
at least several days for Superintendent 
O’Malley to properly study the bids and 
make a recommendation to the court. 

It is known that the Kansas City Life 
has submitted a very attractive offer for 
the Continental’s business. A _ distinct 
feature of this proposal is that there 
would be no lien placed upon any of the 
policy reserves, while holders of endov- 
ments and other investment policies 
would be given the same consideration 
as other policyholders, it is said. These 
provisions would eliminate some of the 
objections raised to other large reinsur- 
ance deals effective during the past sev- 
eral years, 

The State National Life headed by 
Cornelius J. Shea has also submitted a 
very attractive offer. The acceptance of 
this plan would keep the business in 
St. Louis. 

The Mound City Life was recently 
organized with capital of $300,000 to 
submit a bid. If it is unsuccessful it will 
not attempt to enter the life insurance 
field. 

_ There is still a possibility that Super- 
intendent O’Malley may recommend the 
mutualization of the Continental Life. 

J. B. Reynolds, president of the Kan- 
sas City Life; F. W. McAllister, general 
counsel, and J. B. Thompson, former 
insurance superintendent, who is now 
associated with the Kansas City Life, 
were in St. Louis in connection with that 
company’s bid. 

According to the last monthly report 
submitted by Superintendent O’Malley 
to the circuit court the Continental Life 
has $57,400,996 of insurance in force. 
This compares with approximately $94,- 
000,000 it had in January, 1934, when 
Mr. O’Malley filed his receivership sutt 
against the company. 

Judge Joynt of the circuit court con- 
tinued until Friday the hearing on 4 
motion by counsel for the Continental 
Life that the court terminate the rehabili- 
tation and return the business and assets 
of the company to its officers and direc- 
tors. 

A special meeting of the stockholders 
of the Continental Life will be held May 
7, to elect new directors. 


The Commonwealth Life has given 4 
trip to the Kentucky Derby to M.., 
Hawkins, Chattanooga agent, for having 
produced more ordinary insurance than 





cers will be installed May 20. 
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~~ RECORDS 


United Mutual Life—First quarter 
paid for business 25 percent over same 
period a year ago; total first year pre- 
mium income 113 percent greater; pro- 
portionate gain of insurance in force 
78 percent greater. 

California-Western States Lif e — 
Grant Taggart, million dollar producer 
of the Montana agency, leads the com- 
pany’s honor roll for 1936. He also 
leads the ten-a-month club roster with 
51 consecutive qualifications, and is sec- 
ond in standing as a member of the app- 
,-week club, with the production of 197 
apps during a period of 65 weeks to his 
credit. 

Acacia Mutual—Reports assets $61,- 
600,000 at end of first quarter and in- 
surance in force more than $353,000,- 
000, The income the first three months 
was largest of any first quarter period 
in the company’s history and the assets 
showed a 19 percent improvement over 
last year. President Montgomery re- 
ported a 22 percent reduction in lapses, 
it being the lowest in seven years. 
There was an 11 percent reduction in 
number of policy loans. 

0. P. Schnabel, San Antonio, Jefferson 
Standard Life—In a one day drive 
$101,000 in business was produced, the 
best day the agency has experienced. 








Committees Are Announced 
by Insurance Teachers Group 





Two new committees authorized by 
the American Association of University 
Teachers of Insurance at its last annual 
meeting have been appointed by Prof. 
R. H. Blanchard of Columbia, president 
of the association. The committee on 
standards and topics, to outline sugges- 
tions for insurance courses and topics 
in educational institutions, includes 
Prof. H. J. Loman, University of Penn- 
sylvania, chairman; E. L. Bowers, Ohio 
State, and J. E. Partington, Iowa State. 
That on bibliography includes Dr. C. L. 
Parry New York City, and Pros. G. L. 
Amrhein, University of Pennsylvania, 
and C. D. Spangler, University of Ne- 
braska. Prof. C. A. Kulp, University of 
Pennsylvania, heads the nominating 
committee, which also includes Prof. A. 
H. Mowbray, California, and Prof. J. 
M. Lear, North Carolina. 

The committee on local arrangements 
for the annual meeting in December in 
Chicago includes Prof. S. H. Nerlove, 
University of Chicago; W. N. Hiller 
and A. J. Johannsen, Northwestern Uni- 
versity. 


Service to Policyholders 


All Year Proves Effective 





The effectiveness of all-year service to 
policyholders was described by Rex B. 
Magee, advertising manager of the La- 
mar Life, at the southern round table 
of the Life Advertisers Association in 
Birmingham. He told of two agents 
who conducted a 15 months test of serv- 
icing policyholders, which resulted in 
one application and two policy reinstate- 
a from every two planned service 

s. 

New business was sold either to the 
policyholder, a member of his immedi- 
ate family or to a friend or relative. The 
effectiveness of any plan for the field 
depends largely on how well the agent 
1s sold on it, said Mr. Magee. In the 
first few months of the year round cam- 
Paign 5 percent of the agents used it, 
while 10 percent are now using it. 

The Primary objective of a continu- 
= campaign is to get new business 
rom old policyholders or from leads ob- 
tained during the service interview. The 
Service has also increased the number 
and volume of reinstatements, making 
the service to sell a service to save. 





A New Development 


In Modern Life Insurance Service 


THE 
GUARDIAN 
FAMILY-INCOME 
MAINTENANCE 
PLAN 


This new agreement, continuing to in. 
sured’s age 65, provides—independent of 


the original policy proceeds:— 


1. A monthly income to the beneficiary 
of $7.50 per $1,000 face amount of the 
policy in the event of the insured’s 
death,—every month until the insured 


would have been 65. 


The full face amount will be paid in 
cash or income immediately at death of 


insured. If left at interest with the 
Company through the Family Income 


Maintenance period, an _ additional 
$2.50 a month per $1,000—a total of 
$10—will be provided, with principal 
available at completion of income pe- 





riod to provide a life income for the 


beneficiary. 


2. For the insured, himself, at age 65, 


the Plan provides a life income. 


This nationally advertised Plan is the latest 
development in The Guardian’s constant 
effort to further strengthen the sales equip- 


ment of its representatives! 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
A MUTUAL COMPANY ¢ ESTABLISHED 1860 


50 UNION SQUARE, NEW YORK CITY 


GUARDIAN OF AMERICAN FAMILIES FOR 76 YEARS 
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Insurance Has Definite 
Security Plan 


Place in 





The fundamental meaning and char- 


acter of life insurance are discussed in | 


a fine pamphlet of 16 pages being dis- 
seminated by the National Association 
of Life Underwriters. This sums up 
all that life insurance means to the na- 
tion today, emphasizing that safeguard- 
ing of life insurance reserves is as im- 
portant as pegging the price of wheat 
and cotton. It discusses taxation and 
its effect on life insurance, urges that 
life insurance be encouraged and not 
levied against, and also shows that life 
surance has no quarrel with the govern- 
ment’s social security program. 

“Life insurance is ‘life’ insurance not 
‘death’ insurance,” the pamphlet states. 
“It has progressed a long way from the 
burial fund idea which was once the 
popular conception of life insurance. 


Life Insurance Paid Out 
in Huge Total to Living 


“It pours out its accumulation on 
the living, not the dead. Life insurance 
companies have paid to American citi- 
zens more than $18,000,000,000 during 
the six years of depression, and $12,- 
000,000,000 of that, or two-thirds of it, 
have been paid to policyholders by way 
of matured endowments, surrenders and 
dividends, and only $6,000,000,000, or 
one-third, to beneficiaries upon the 
death of assured. These beneficiaries, 
too, are very much alive, so every sin- 
gle dollar paid out by life insurance 
companies is paid to the living. Direct 
payment of benefits under life insurance 
policies in 1935 touched the lives of 
21,000,000 human beings, and the vast 
majority of these were members of fam- 
ily units living on very moderate in- 
comes.” 


Discharges Essential 
Functions in Economy 


It is emphasized that “life insurance 
is a financial safety zone, where a man 
and his family can stand protected 
against all of the rough knocks of finan- 
cial misfortune and uncertainty which 
destroy the peace and happiness of 
homes that are not thus protected.” It 
is the greatest promoter of thrift. The 
chief assets of the American people are 
their lives, ability to work and earn 
a living. Life insurance seeks partially 
to replace the loss of these assets. 

It is stated aggregate life value of the 
nation is estimated to be six to eight 
times as large as total property value, 
yet only about 4 percent of life value 
is insured; 3.6 percent of actual life 
loss in a recent year was covered by 
life insurance, while 95 percent of prop- 
erty fire loss in that year was covered 
by fire insurance. 


C.L.U. NEWS 


DINGMAN SPEAKS IN MILWAUKEE 


Dr. Harry W. Dingman, vice-presi- 
dent and medical director of the Conti- 
nental Assurance, spoke to the Milwau- 
kee Chartered Life Underwriters on 
insurability and the selection of risks 
for life, health and accident insurance. 

x kK x 
HOUSTON CHAPTER MEETS 


“A Bird’s-Eye View vs. A Worm’s- 
Eye View of the Job of Selling Life 
Insurance on a Professional Basis” was 
the subject of the monthly meeting of 
the Houston C. L. U. chapter. The dis- 
cussion was led by Tom Dareneau, Pa- 
cific Mutual Life. It was reported that 
at least 10 Houston life men will take 
one or more of the examinations in June 
for the C. L. U. degree. They will be 
honor guests at the next monthly meet- 
ing of the C. L. U. chapter. 











| “It makes the life values still more 
valuable,” the pamplet goes on, “by 
| linking it up by contact to the future 
; of the human race, so that when a man 
dies prematurely the whole structure 
which he has so proudly built does not 
crash. The potential life value is the all 
important asset in at least nine-tenths 
of all families. 

“Life insurance is a social force. Hu- 
man life values—that is, the character 
and ability and earning power of in- 
dividual citizens—constitute a real as- 
set to this nation which must be given 
careful consideration and constant pro- 
tection. The perpetuation of family re- 
lationships—thée love and affection of 
human beings—must become of chief 
national concern.” 


Is Important Factor 
in Giving Social Security 


Life insurance is a method of reliev- 
ing the state and nation of support of 
a large number of citizens and can be 
used to underwrite individual security 
and happiness of the American people. 
Therefore, anything which strikes a 
blow at the institution of life insurance 
will cause more suffering than it re- 
lieves. The pamphlet points out that 
the life insurance institution involves 
63,000,000 policyholders and over $22,- 
000,000,000 assets. 

“Life insurance is a social and eco- 
nomic institution, not a mere commer- 
cial enterprise,” the pamphlet empha- 
sizes. “There seems to be a tendency 
to consider and even to tax life insur- 
ance the same as any mercantile or 
profit making system, in the belief that 
the companies and their officers bear 
anv resulting burden. The fact is that 
millions of small savers really own the 
life insurance reserves of this nation. 


Burden on Life Insurance 
Falls Upon the People 


“Burdens, therefore, placed upon life 
insurance companies or upon any phase 
of the transaction of their business fall 
upon the policyholder and constitute 
nothing more nor less than a tax on 
thrift and on the savings of millions of 
people. The legal reserves of life in- 
surance companies are carried as lia- 
bilities on their balance sheets. The 
asset list of a life insurance company is 
made up almost entirely of liabilities 
in the form of reserves. These facts 
are not generally appreciated.” 

Another point is that life insurance 
assets comprise solid long term values 
of the national investment structure, the 
institution being a great cooperator in 
the social and economic factors which 
have built and are sustaining América. 
It is also pointed out life insurance is 
not the favorite vehicle of investment 
of men of wealth and therefore when 
a legislature places an additional bur- 
den on life insurance, the load is on 
the middle and poorer classes of people. 
It is estimated three-fourths of adults 
who die leave no estate other than life 
insurance. 


Creates Life Values by 
Building Courage of Nation 


“Life insurance even creates life 
values, because it creates courage,” the 
pamphlet states. “Life insurance doesn’t 
talk about preserving and dignifying hu- 
man personality; it goes to work the 
minute the contract is signed and the 
estate created, and provides a definite, 
stable working plan whereby a human 
being can project himself into the fu- 
ture, not as long as he lives, which may 
be but a day, but as long as any of his 
loved ones and dependents may live, in 
the comfort and satisfaction of his 
memory.” 

Life insurance is completely in har- 











New Missouri Head 











SAM T. UTZ 


Sam T. Utz, who was elected presi- 
dent of the Missouri Association of 
Life underwriters at the recent annual 
meeting in Kansas City, is district agent 
at St. Joseph for the Penn Mutual. He 
has been in the business since 1930. He 
is a past-president of the St. Joseph 
association. 








Health Cover Compulsory 
in British Columbia Bill 


The province of British Columbia has 
enacted a bill providing for compulsory 
health insurance, the first plan of this 
type ever atempted in Canada or the 
United States. It is to become effective 
Jan. 1, 1937. 

The bill applies to every wage earner 
except farm workers receiving less than 
$1,800 annually. Contributions are at 
the rate of 2 percent of wages of em- 
ployes and 1 percent paid by the em- 
ployer. The plan is to be administered 
by a commission of one full time chair- 
man and four part time members, to- 
gether with a technical advisory coun- 
cil of six. 

The Canadian Life Officers Associa- 
tion has expressed approval of public 
health insurance but has requested the 
bill be clarified and passage delayed un- 
til further actuarial opinion has been ob- 
tained. The association states the bill 
should be placed on a more definite 
basis, with stated contributions, clearly 
prescribed benefits for a limited period, 
agreed scales of remuneration to physi- 
cians and others and provision should 
be made for appeal from the decisions 
of the commission. 


- 


Mrs. W. T. Grant, wife of the presi- 
dent of the Business Men’s Assurance, 
underwrent a major operation at a Kan- 
sas City hospital. She is reported to be 
recuperating satisfactorily. 








mony with present day philosophy, 
whether economic or political. 

Indirect taxation of life insurance is 
discussed. The average man is begin- 
ning to realize that substantial indirect 
taxation is being based on premiums he 
is paying for the future independence 
of himself and his family. Policyhold- 
ers depending on life insurance are be- 
coming tax conscious and coming to 
see the injustice of excessive taxation 
on this instrument of their thrift. In 
addition to the life insurance premium 
tax there are numerous fees for annual 
license, departmental examination, fil- 
ing annual statements, agents’ and 
brokers’ licenses, etc., aggregating a 
substantial sum, and in addition com- 
panies are subjected to federal income 

(CONTINUED ON LAST PAGE) 


License Test Questions Now 
Being Prepared in Illinois 


DIRECTOR PALMER EXPLAINs 


Entire List to Be Made Public So Appi. 
cants May Study Answers 
for Qualification 


Every opportunity will be given pros. 
pective agents and brokers to qualify jy 
examinations for licenses to be cop. 
ducted by the Illinois department afte, 
the qualification law becomes effective 
July 1, Director Palmer indicated at the 
annual sales congress in Springfield, Ill, 
of the Illinois Association of Life Up. 
derwriters. 

A lengthy list of questions in all 
branches of insurance is being prepared, 
The department is encouraging the in. 
terest and cooperation in this work of 
all insurance organizations in the state. 
When the list is completed it will be 
disseminated so that prospective appli- 
cants may study the questions from 
which wil) be selected questions for ya- 
rious examinations to be conducted 
periodically throughout the state. The 
questions in each subject will. provide 
an adequate course of study giving fund- 
amentals necessary to qualify a person 
for selling that line. 


Palmer Explains Plan 


“We want and ask for the intelligent 
cooperation of men in all branches,” 
Director Palmer said. “We propose to 
have 500 to 1,000 questions in all lines 
and to make them public. There will 
probably be selected 25 to 50 questions 
for each test and the applicants may 
study the whole list and thus get a 
comprehensive education in insurance.” 

He said also the department is com- 
piling a complete list of questions re- 
garding various aspects of the qualifica- 
tion law, with the answers as contained 
in department interpretation, rulings by 
the attorney-general. etc. The list will 
be printed, and distributed probably some 
time after the end of this year. It is 
probable Director Palmer said, this dis- 
tribution will be made shortly before 
the start of the next license year. 


Questions Are Answered 


Mr. Palmer was asked if the depart- 
ment planned to do anything to restrict 
the use of part-time salesmen. He said 
this was a matter in which the depart- 
ment could not legally interfere, but it 
was up to the men in the business to 
regulate the situation. 

He was also asked about the tempo- 
rary certificate projected to permit a 
agent or broker to be put in the busi- 
ness pending his examination. Mr. 
Palmer explained the provisional certi- 
ficate would license the applicant tempo- 
rarily until an examination would be 
held in his locality. He explained that 
the regular license would not permit the 
agent or broker to operate unrestricted 
for the succeeding 12 months, for the 
department could bring him in tor ex 
amination at any time if it were felt to 
be necessary. 


Strengthens Anti-Twisting Law 


PROVIDENCE, R. I, April 30— 
The state senate has passed a bill which 
will greatly strengthen the anti-twisting 
law by prohibiting misrepresentations 
and incomplete comparisons for the put- 
poses of inducing policyholders to drop 
their existing insurance to take on neW 
policies. The insurance department 
backed the bill, on the ground the pres 
ent law was without teeth. 


President D. F. Houston of the Mu- 
tual Life of New York and Mrs. Hous: 
ton have announced the engagement 0! 
their daughter, Miss Helen Beale Hous- 
ton, to Robert Caldwell Patton ot the 
John R. Davis agency of the Travelers 
in New York City. Mr. Patton spe 
| cializes in life and accident business. 
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Selling Must Be Streamlined 
For Success Today 





ae 

Successful selling rests upon a knowl- 
edge of the natural laws which govern 
human behavior, plus a knowledge of 
human needs, declared John A. Steven- 
son, Philadelphia general agent Penn 
Mutual Life, who discussed “Stream- 
jined Selling” before the Philadelphia 
Life Underwriters Association. 

“Isn't it worth while, therefore,” he 
said, “to use the methods of the manu- 
facturers to meet these human needs in 
the most efficient way—in other words 
to plan our selling so that it will elim- 
inate the resistance which might other- 
wise be met from outside sources? 

“Some agents today are using Model- 
T sales methods, superficial prospecting 
methods, poorly organized sales talks 
and lax time control plans. It would be 
well worth their while, however, to 
study, like automobile manufacturers, 
what people desire and then to direct 
their activities toward giving them what 
they want.” 


Retirement Income Plans 
Increasing in Popularity 


People are increasingly interested, he 
said, in old age income plans today and 
figures bear out the fact the average 
man wants to combine retirement in- 
come with family protection. On the 
question of the social security act, he 
pointed out that “it’s a mistake to fear 
that it is going to hurt our sales, pro- 
vided we take the trouble to study what 
the act is and does so that we can use 
it as a stepping stone instead of a stum- 
bling block. 

“In the first place, publicity in 13,000 
newspapers has drawn public attention 
to the importance of old age income. In 
the second place, there are huge groups 
of people—doctors, lawyers, teachers, in- 
stitutional workers such as Y. M. C. A. 
employes, who are ineligible for its ben- 
efits. In the third place, pensions which 
most people would receive are so small 
that I think we have a marvelous op- 
portunity to supplement this amount. 


Women Important 
as Future Prospects 


_“Any discussion of the subject of re- 
tirement income naturally brings us to 
the subject of selling to women. Of the 
total number of people ‘gainfully em- 
ployed’ in this country, about 22 percent 
are women and, according to one esti- 
mate, 40 percent of all independent 
women in this country are taking care 
of from one to three persons other than 
themselves. In looking over my own 
company’s policy analysis record for sev- 
eral months last year, for example, I 
found that from 15 percent to 20 per- 
cent of policies being issued were on 
lives of women.” 

He stated that women are usually 
much better financial managers than 
men but they look on financial prob- 
ems from a different angle. The char- 
acteristic of personalizing things too 
much must be taken into account in 
selling. Women aren’t interested in facts 
and figures of specific policies—but they 
are interested in how those policies will 
elp them carry through the specific 
plans they have in mind for their own 
future or for the future of those for 
whom they are financially responsible. 


Estate Planning Offers 
Unusual Opportunities 


“We can scarcely fail to recognize 
the unlimited opportunities open to the 
agent who is qualified for estate plan- 
ning today. But the results of those 
Opportunities to you, individually, will 
not be important if you fail to follow 
them up. It’s absurd, however, for an 
agent to think that a little casual study 
of tax laws and laws governing bene- 
ficiary settlements will enable him to 
undertake the complicated work of set- 
ting up financial programs. 

The last thing I would urge you to 


do is to attempt to arrange comprehen- 
sive estate programs if you aren't pre- 
pared to give to the subject the study 
and attention it needs. At the same 
time, a great many of the big rewards 
these days are going to agents who are 
equipped to undertake this type of work.” 


New Tax Proposal Will 
Increase Business Insurance 


We may see the prediction, Mr. Ste- 
venson declared, that if the proposed 
tax on undistributed earnings of co.- 
porations goes through, it will increase 
the sale of business insurance since life 
insurance may offer a way to increase 
surplus without increasing income taxes. 
We may know of situations where we 
see needs of this kind, but if the agent 
isn’t familiar with the problems involved 
his most efficient method of selling is 
to call in someone who does know. 

“Whether we undertake that type of 
case or not, I think the upturn in busi- 
ness conditions offers real opportunities 
today to any capable life insurance man 





who can get over the ‘poverty complex’ 
that we’ve all had during the last few 
years. 

“It takes far more effort for an agent 
to keep his information up to date on 
the needs for life insurance which pres- 
ent day conditions bring and on the 
most effective ways of meeting these 
needs, just as it takes far more effort 
to keep automobile models up to date. 
The Ford company might still sell a few 
of the old Model-T’s but, in competi- 
tion with 1936 models, there would be a 
big falling off in sales.” 


New Jersey Sales Congress 
Attendance More Than 400 


NEWARK, April 30—‘“If you want 
to become a success in the life insur- 
ance field, you must become skilled in 
your job,’ H. G. Kenagy, superintend- 
ent of agencies Mutual Benefit Life, told 
sales congress of the Life Underwriters 
Association of Northern New Jersey in 
his talk on “Future Trends.” More 
than 400 attended. 

Elmer Wheeler spoke on “Tested 
Sentences,” which he claimed could be 
applied to every type of business, in- 
cluding that of insurance. Business is 
going to be good in 1936, I. S. Ki- 
brick, leading producer of the New 








York Life, Brockton, Mass., said, in 
spite of the fact that it is a presiden- 
tial election year. To have a man’s life 
insured, is more important, said Mr. Ki- 
brick, than the election. “Put your 
heart and soul in your work and you 
will prove a success in life insurance.” 

In spite of the fact that there are 
many objections, there is no need of 
meeting the prospect unless the agent 
can meet his objections, said John D 
Howell, associate general agent Penn 
Mutual Life, in his talk on “Yes, But.” 
Every objection can be answered by 
“Yes, but,” said the speaker, He also 
stated that those who frown on canned 
sales talks are short-sighted. His talk 
was followed by a brief open forum. 
The program was brought to a close 
with a sales analysis and demonstration 
by Prof. R. C. Borden and A. C. Busse 
of New York University. 

The luncheon speaker was Ernest W. 
Owen, Detroit manager Sun Life of 
Canada, “Thirteen Keys to Success.” 


Artbur Smith, Sun Life of Canada, 
Spokane, Wash.—Led all branches in the 
United States the week of April 27 for 
business forwarded, including annuity 
applications. 


The Monumental Life has appointed N. 
P. Sarntee, formerly assistant Chicago 2, 
Youngstown, O., manager, succeeding F. 
J. Pender, who has been named mana- 
ger Chicago 4. 











Julian Price, President 





LIFE INSURANCE WEEK 


MA Y 
11th-16th 


All Jefferson Standard representatives 
are requested to take an active part 
in this great program, which has as 
its first objective the education of the 
public to a better understanding of 


what life insurance is and does. 


A. R. Perkins, Agency Manager 


JEFFERSON STANDARD LIFE INSURANCE CO. 


Greensboro, North Carolina 
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Mutual Benefit Convention 
to Be at White Sulphur 


HOLD RALLY OF 250 AGENTS 


Three-day Gathering of Agents to Have 
Notable Program and Group 
Discussions 


This month more than 250 agents of 
the Mutual Benefit Life representing its 
60 agencies, will gather at White Sul- 
phur Springs, W. Va., for a two-day 


convention of, by and for agents. A 
program extending from May 21, 
through May 23, has been arranged by 
an agents’ committee, members. of 


which are: A. V. Youngman of the C. 
E. DeLong agency in New York City; 
W. H. King of the J. S. Drewry agency 
in Cincinnati, Ohio; Paul W. Cook of 
the A. A. Drew agency in Chicago. 

The convention program is notable 
for its array of group discussions. 
Thirty group sessions have been ar- 
ranged in which sales topics named by 
the agents themselves will be discussed. 
Addresses by John R. Hardin, presi- 
dent; E. E. Rhodes, vice-president, 
John S. Thompson, vice-president, H. 
G. Kenagy, superintendent of agencies, 
and A. H. Kollenberg of the Grand 
Rapids agency will occupy most of the 
time alloted to general meetings. 

A separate program of entertainment 
for the wives of delegates is being pre- 
pared by a ladies’ committee under the 
direction of Mrs. Wallace King of 
Lima, Ohio, Mrs. Paul Cook of Chicago 
and Mrs. V. Youngman of Montclair, 


Standards for Qualification 


The Mutual Benefit home office has 
expressed itss atisfaction with the re- 
sults of the qualifying campaign in 
which requirements were set higher 
than for any previous convention of re- 
cent years. The campaign was con- 
ducted solely along routine business 
lines with no other incentive than the 
production of “quality” business. 
Quotas assigned “old” agents at the 
beginning of the qualifying period re- 
quired: 

In 11 months a 10 percent increase in 
the amount of “convention basis” busi- 
ess sold by the agent in the preceding 
12 months—a minimum of $100,000 on 
16 lives; or a production of $250,000 on 
at least 1 lives; or 9 lives for not less 
than a total of $100,000. 

For agents who had come with the 
company since 1934, $50,000 on at least 
10 lives was required. 





Group Promotions Announced 





Travelers Gives Recognition to Six 
Members of Its Field Force at 
Different Points 





Six members of its group insurance 
field force have been promoted to more 
responsible positions by the Travelers. 

Perry T. Carter, former district group 
supervisor at Chicago, has been pro- 
moted to regional group supervisor and 


his district has .extended to cover 
greater Chicago, Milwaukee, Peoria 
and South Bend territories. 

Robert F. Sears, former district 


group supervisor of Detroit and Grand 
Rapids, has been transferred to Phila- 
delphia and promoted to regional group 
supervisor, his district now being com- 
prised of greater Philadelphia, includ- 
ing the Philadelphia central city branch, 
Philadelpha Fourth street branch, the 
F. G. Pierce general agency, C. J. Al- 
len, Inc., the Reading branch office ter- 
ritory, the Camden branch office terri- 
tory and the Wilmington branch office 
territory. 

Former Assistant Manager Stephen 
Lounsbery and former Assistant Man- 
agr Stephen Lounsbery and former As- 





W. Howard Cox—Big Shot 
in Cincinnati Rifle Club 



































W. HOWARD COX 


Back in 1908 a clerk in the Union 
Central Life, making $12 per week, had 
won himself some reputation as a pis- 
tol shot. He could do wonders with a 
.22 target pistol. But he wanted a .38 
with which he could do some real 
shooting. He’d seen one, exactly what 
he wanted, but it bore a_ prohibitive 
price tag: $20. 

Around he went to the gunsmiths 
with an idea: If he got some other 
fellows to buy them would there be a 
Setter price? The gunsmith said there 
would. If he could sell 12 in a batch he 
would let them go at $14 each. So W. 
Howard Cox gathered 11 pistol shoot- 
ing friends, sold them the idea, and they 
got their guns. Thus was formed the 
Cincinnati Revolver Club. 


To Present Founder’s Trophy 


This week 28 years after its founding, 
the Cincinnati Revolver Club meets for 
its 28th annual banquet. Present will 
be W. Howard Cox, who founded the 
club, and who is now president of the 
Union Central Life. Main event of the 
banquet will be the presentation of the 


founder’s trophy by Mr. Cox. The 
Founder’s Trophy, a silver plaque, will 
be awarded each year to the high 


scorer in the open matches held by the 
Cincinnati Revolver Club. 

Mr. Cox, who was the first to pro- 
mote competitive shooting in the Cin- 
cinnati area, has won many prizes and 
championships with revolvers, is a for- 
mer member of a United States revolver 
team in Olympic competition. Besides 
target shooting, he is an excellent shot 
in the clay pigeon matches and an ex- 
pert hunter. 

Besides Mr. Cox, several others in 
the Union Central’s home office organ- 
ization are active in the Cincinnati Re- 
volver Club. J. R. L. Carrington, ac- 
tuary, was for many years governor in 
the Cincinnati district of the National 
Revolver Association; Robert Flynt, 
assistant secretary, and Elliot Pugh, of 
the legal department have been mem- 
bers of the club since its inception. 








sistant Manager Dan P. Tozier have 
been promoted to assistant district 
group supervisors in Greater New York 
and will work directly under Regional 
Group Supervisor B. H. Dobbin with 
headquarters in the 55 John street 
branch office. 

Martin F. McGrath, who was group 
assistant in the 55 John street office, 
has been made assistant district group 
supervisor in that territory. 

W. N. Seery, former group service 
representative, has been transferred to 
group assistant with headquarters in the 
Newark branch office. 





Jefferson Standard Wins 
First Place for Ad Exhibit 





AWARD MADE AT BIRMINGHAM 


Life of Virginia Is Second at Southern 
Round Table Meeting 
of L. A. A. 


BIRMINGHAM, ALA., April 29.— 
First place in the exhibits of the ma- 
terial of advertising departments on dis- 
play at the Southern Round Table meet- 
ing of the Life Advertisers Association 
was captured by the Jefferson Standard 
Life. The Life of Virginia was awarded 
second place and the Atlantic Life and 
Protective Life tied for third. 

Special mention was given the Home 
Beneficial of Richmond for the make-up 
of its mimeographed house organ, 
“Field News.” 


Loving Cup Presented 


Karl Ljung, assistant secretary Jef- 
ferson Standard and newly elected 
chairman of the Southern Round Table, 
was presented the winner’s loving cup. 
Emmett Russell, Jr., Life & Casualty, 
was chairman of the awards committee. 
There were 12 classifications of ma- 
terial, The winners were arrived at by 
the points system. 

First place went to the Jefferson 
Standard for trade papers, folders and 
leaflets, sales promotion, agency publi- 
cations and conservation program, Win- 
ners of other “firsts” were: Protective 
Life, newspapers; Lamar Life, greet- 
ing cards; Home Beneficial, calendars; 
Atlantic Life, blotters; Provident Life 
& Accident, agency promotion; Life of 
Virginia, stitched booklets, magazines 
and direct mail. 





Agent Loses Kentucky Suit 


Judgment in behalf of the Prudential 
has been affirmed by the Kentucky 
court of appeals in an action brought 
by Westerfield, a former agent, alleg- 
ing malicious prosecution. 

On Aug. 1, 1933, Westerfield and 

three other agents walked into the of- 
fice of the Prudential superintendent 
and announced they had quit. They 
asked for an accounting. They told the 
superintendent that the company owed 
them between $2,000 and $3,000. The 
superintendent gave them until noon of 
that day to turn in the money that they 
had collected on the debit or prosecu- 
tion would follow. On Aug. 10 the 
Prudential told Westerfield’s counsel 
that no money was due his client and 
suggested he submit an itemized bill of 
particulars, which was not done. Wes- 
terfield was indicted for conversion of 
$610 and was acquitted. Then he be- 
gan action for malicious prosecution. 
He contended the Prudential could not 
act upon what was shown by its rec- 
ords kept by others and those kept and 
turned in by him, but should have seen 
him and he would have put the Pru- 
dential in possession of facts that would 
have disclosed concealed errors in its 
books. 
The court of appeals held that the 
rule requiring reasonable effort to as- 
certain the truth does not require that 
the man suspected of having committed 
the crime be questioned concerning it. 
The warning that would be thus given 
to the man suspected would, if he were 
guilty and of a criminal disposition, re- 
sult in his immediate flight. 


N. O. M. A. Conference 


“Present and Future Problems of Of- 
fice Management” will be the theme 
of the annual conference of the National 
Office Management Association to be 
held at Swampscott, Mass., June 8-10. 
Harold M. Lawson, president, will act 
as general chairman of the convention. 
Personnel problems, office routines, and 





| scheduled for discussion. 


the social security act in its relation to 
office work are among the many topics 
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KARL LJUNG, Greensboro, N. C, comp! 
Karl Ljung, agency secretary of the J ‘ied. 
Jefferson Standard Life, and one of the 
mcst sagacious men in his line, is elected “Ar 
chairman of the Southern Round Table ite 
of the Life Advertisers Association, J". ‘ 
Mr. Ljung has been appointed treas- a 
urer of the Life Advertisers Association pe 
succeeding R. C. Budlong who recently he in 
left the Nerthwestern National Life to prea 
go with Brown & Bigelow of St. Paul, ph 
C. Sumner Davis, Provident Mutual, pe 
and L. J. Evans, Northwestern Mutual, pat 
were appointed to fill vacancies on the ‘die 
executive committee. This action was 1 
taken at an executive committee mett- it mo 
ing held in Birmingham and presided “ny 
over by D. Bobb Slattery, Penn Mutual, pe: 
the president of the Life Advertisers Gu 
Association, Other officers in attend- prs: 
ance were C. C. Fleming, Life of Vir- of i 
ginia, vice-president, and four members fies 
of the executive committee. ice 
the | 
the | 
SALES DRIVES > 
time 
teres 
HONOR PRESIDENT RAUB 
May is “President’s Month” with the Tr 
Indianapolis Life and a special effort expe 
is being put on over a five weeks pe out 
riod in honor of President E. B. Raub. the « 
A goal of $3,000,000 new business has J ay , 
been set. At the end of the contest two Mut 
parchment scrolls will be prepared, the FP nin 
first carrying the names of all individ- JF 599 
ual agents who qualify with the high BP (any 
man at the top; the second scroll wil FF inco 
carry the names of the agencies which JR com 
go over their set quotas. These scrolls FP pygj 
will be framed and hung in Mr. Raubs FF oh, 
office. . M 
The drive was launched in Chicago at BP mat, 
an agency meeting. John R. Hastie, B to ¢ 
Chicago manager Mutual Life of New of t: 
York, spoke. From the home office FP wit, 
there were present Mr. Raub, A. L. & filin 
Portteus, vice-president, and A. 1 F& exp 
Kahler, superintendent of agencies. | E and 
A meeting was held in Indianapolis JP ins, 
agency with 40 agents present. ; E Als 
The Indianapolis Life showed a gail > gati 
of $551,000 in new business on a pal B cee 
for basis during the first quarter of this FP wer 
year. § wid 
_ 4 con 
HONOR ARTHUR J. HILL | loa 
California agents of the State Life of 4 the 
Indiana are staging a special drive t0 thd 
exceed all past records for production p tha 
during May, in honor of State Man- 
ager Arthur J. Hill’s natal month. Mr. i 
Hill has been San Francisco manage and 
for 22 years. A. Leslie Aaron, one © an 
the first agents of the Hill agency, sist of 
ing a contract more than 18 years 8° tay 
and a “million dollar producer,” is mat ie 
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iling Data for Taxes 
Found Costly Procedure 


jk. SULLIVAN SHOWS BURDEN 





problem Intensified by Social Security 
Act, Phoenix Mutual Man Tells 
Management Meeting 





NEW YORK, April 30.—The unitem- 
ized but heavy expense entailed in com- 
piling data and preparing forms in con- 
nection with taxes is something about 
which comparatively little is known, but 
which appears to run from 2 to 3 percent 
of the total taxes paid by life companies, 
according to figures presented by J. K. 
Sullivan, supervisor accounting depart- 
ment Phoenix Mutual Life, at the 
eastern sectional meeting of the Life 
Office Management Association. 

While no attempt has been made to 
estimate to what extent these expenses 
will be increased by the operation of the 
social security act, Mr. Sullivan said pre- 
liminary experience indicates this tax will 
be expensive, because of “the endless 
variations of the different state laws, the 
additional records to be maintained, the 
complicated and dissimilar reports to be 
filed.” 


Uniformity Is Desired 


“An organization such as this associa- 
tion can materially aid insurance com- 
panies with this problem,” said Mr. Sul- 
livan. “Such a group could help to con- 
centrate the forces of the insurance 
business to obtain uniformity in the 
requirements and reports of the various 
taxing agencies. This is particularly 
true at this time in regard to the social 
security taxes, where the forms are now 
being originated. Once we start report- 
ing, habits will soon form and will find 
it more difficult to effect change. 

“This group could also study the in- 
ternal methods and procedures of han- 


' dling taxes most proficiently. It could 


act as a clearinghouse for the exchange 
of ideas. A group of representatives 


' from the New England companies have 
been meeting monthly since the first of 


the year to familiarize themselves with 
the tax situation and to discuss their 
tax problems together. During this short 
time we have found these meetings in- 


teresting and very helpful.” 


Cites Phoenix Mutual Case 


To throw light on the role played by 


| expenses due to compiling data and filling 


out forms for taxes, Mr. Sullivan took 
the experience of his company for 1935. 


| At the end of that year the Phoenix 


Mutual had total admitted assets of 195 
million dollars; total insurance in force, 
590 million; total outstanding annuities 
(annual income) 6 million; total premium 


| Ncome, 28 million; total investment in- 
/ come, 9 million. The company does 


busitiess in 36 states and the District of 
Columbia. 


Mr. Sullivan excluded from his esti- 


| lates all figures which the company. had 


’ compile for its own use, regardless 
of tax demands, also expenses connected 
with supervisory reports, such as in 


E fling the convention blank, although all 


expenses connected with taxes, licenses 
and fees paid for the support of state 
msurance departments were included. 
Also excluded were expenses of tax liti- 
gation, even though these sometimes ex- 
ceeded the amount of tax involved. They 
were omitted because they fluctuate 
widely from year to year. Tax expenses 
oe with real estate and mortgage 
ao" excluded for lack of time in 
ot ing the survey, but a list of items 
re: would have been covered indicated 
at the expense is considerable. 


Shows Cost of Filing 


aa of premium returns in 32 states 
is goon District of Columbia resulted in 
a oe expense of $5,580, or a cost 
yell a pereeen of the total premium 
lice _$327,438. Insurance department 

nses and fees amounted to $11,900 





and the cost of compliance was $645 or 
5.40 percent of the tax paid. Other state 
taxes not included in the above cate- 
gories totaled $253,700 and compliance 
cost $1,260 or .5 percent of the tax, but 
the Connecticut franchise tax, which ac- 
counted for 85 per cent of the total tax, 
involves very simple reporting and makes 
the percentage seem unduly moderate. 
While no federal incomes taxes were 
paid during 1935, $600 was paid for taxes 
on telegrams, telephone calls and checks, 
and although no income tax was paid it 
cost $785 to file the return, including 
the cost of determining the requirements 





of the law. All other taxes, except real 
estate, involved an expense of $359, or 
12.02 of the total tax. 

The numerous reports which an in- 
surance company must file to aid the 
government in collecting taxes or actu- 
ally to collect taxes for the government 
cost the Phoenix Mutual an estimated 
$3,233, and “these figures do not begin 
to show the trouble these reports caused 
our company.” 

The cost of all these expenses in con- 
nection with taxes was $11,862 or 1.99 
percent of its $596,682 tax bill. Elimi- 
nating the Connecticut franchise tax, 





which unduly distorts the figure, the cost 
of compliance would be 3.08 of the tax 
paid. 

As a check on his figures, Mr. Sulli- 
van cited the results of a study made by 
Prof. R. M. Haig of Columbia university, 
which covered 163 corporations, includ- 
ing eight insurance companies. These 
eight reported a ratio of total costs of 
compliance to total taxes paid ranging 
from .5 percent to 16.1 percent, the 
middle case being 2.5 percent. 


The Loyal Life of Boston has been 
licensed in California. 






















If you like“Main Street” 


and working for yourself, 


WE WANT YOU ./ 


There are a lot of men who live in small and medium sized towns 
because they like it there; because they enjoy the spirit of independ- 
ence and individual opportunity the smaller communities foster. 

United Mutual needs such men. If you’re one of them, United 
Mutual offers you a really worthwhile opportunity to build your own 
profitable Agency. Our company wants General Agencies in the 
smaller cities and towns of our country, independent of its agencies 
in the larger cities. These agents will operate directly under the Home 
Office with a General Agent’s contract that is recognized as one of 
the best and most liberal ever offered by any life insurance company. 

If you are interested in building a sound and profitable insurance 
business, that’s all your own, even though you live only in a “wide 
spot in the road” fill in and snail the coupon below. 


UNITED MUTUAL LIFE INSURANCE CO. 
Indianapolis, Ind. 


INDIANAPOLIS, INDIANA 


there is no obligation on my part. 


NAME. 


UNITED MUTUAL LIFE INSURANCE COMPANY, 


AND MAIL THIS COUPON 


Gentlemen: 1 am very much interested in learning all about your general agent’s 
contract and what it offers. Please send me this information with the understanding 


ADDRESS. 





CITY. 


STATE 
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The D. L. B. Agent’s Service 
and the First Year Subscription 


The D.L.B. Agent’s Service is the little brother (or little sister, 
if you prefer) of The Diamond Life Bulletins, for 16 years 
standard Agency equipment and the bible in Life Insurance 
Agencies. ... Started 20 months ago, the D.L.B. Agent’s Service 
now has more subscribers than any other Insurance Service 
published....It is brief, practical — full of selling ideas gath- 


3 ring binders—imi- 
tation leather red 
morocco, 7x9 inches. 


ered from everywhere. If you subscribe before June 1 you wij] 
receive 2 ring binders, (if you add 50c to the down payment 
you will receive the third binder now) embossed with yoy 
name, and all material published to date — 250 pages. There. 
after, you will get the regular Monthly Supplements of 
pages, plus the monthly letter “Odds and Ends,” plus occasional 
special booklets as issued (Federal 
Taxes, Social Security, etc.). 
Price: $5 down and $1 a month there. 
after (minimum subscription period one 
year). Total first year $16, plus 50c for 
the third binder, if you want this nov, 
Add the 50c to your down-payment. 





SUBJECTS 
TREATED: 
1— “Fou”. 


2.—“‘Life Insurance’”’. 





3.—“Investments”. 
4.—“Prospecting”. 
5.—“Selling”’. 

6.—“Sales Talks” 


. Clean-Up 
. Readjustment 
. School Period 
. Life Income 
. Retirement 
. Juvenile 
. College 
. Mortgage 
. Savings 
10. Unclassified 


7.—‘Programing”. 


8.—“Selling to Women”. 





9.—“ Motivation”, 
10.—“Objections”’. 
1 i.— “Closing”. 


12.—“Settlement Options”. 





a 


13.—“Managing Your Business”. 





14.—“Letters, Advertising”. 














THE DIAMOND LIFE 


A National Underwriter Publication 
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CCasional 
Federal 


. > There is nothing cheaper — nothing that is a better in- 
T10d one 


; 50c for  vestment — than a Service which gives you the ideas of 
his now, 
ment, 


—— § commission on one $1500 sale) you can purchase the 
knowledge, ideas, plans, charts, work methods, sales 
talks, letters used by other successful men. And then 


others, briefly, accurately, timely. For a few dollars (the 


you can sell your knowledge for many hundreds more 





'than you paid. 


MONEY-BACK GUARANTEE 


Every Service is sold under a money-back guarantee. If 
' you don’t like the Service when it comes, or if it doesn’t 
' help you make money — return it within 10 days and we 
will not only refund your money but thank you for giv- 


ing us a trial. 





A handsome 32-page booklet describ- 
ing the D.L.B. Agent’s Service and 
containing 10 sample pages from the 
Service itself will be sent to any Life 
Insurance man upon request, FREE. 
... If you feel you want more infor- 
mation before buying, ask for a copy. 
Maybe you will get a selling idea from 
this free booklet that will more than 
pay the first year’s subscription. It 
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TOI HUES Su 


Into Three Binders 
Advances on June Ist 


pe Save Money on your purchase 
ma B UY N OW and ‘( Make Money with your purchase 


Subscription before June 1 
$5 down and $1 a month for 11 month.............. $16.00 


Third binder embossed .................ccccccsccsccccsssccscees $. .50 





Total $16.50 


Subscription after June 1 
$7 down and $1 a month for 11 month.............. $18.00 


BUY NOW AND SAVE $1.50 OR 8.3% 


V6 GS SS A A GS ee 


THE NATIONAL UNDERWRITER 


420 East FoOuRTH STREET, CINCINNATI. OHIO 


GOOD UNTIL JUNE 1, 1936. ADD 50c TO DOWN-PAYMENT 
IF YOU DESIRE 3rd BINDER NOW. 


Enter my subscription for the D. L. B. Agent’s Service on the follow- 
ing terms: You are to send me the complete up-to-date file of the Service, 
bound in 2 Ring Binders, (add 50c to the down payment if you desire 
third binder now) and the Supplements once each month. I agree to 
continue my subscription for a minimum period of one year from the 
above date and to pay for the complete file and one year’s Service by 
check for $5.00 attached to this order and note for eleven installments 
of $1.00 each, payable 1, 2, 3, 4, 5, 6, 7, 8, 9, 10 and 11 months from 
date, with interest at 6% from maturity. 

You may continue my subscription after the expiration of one year at 
$1.00 per month, until I give you written notice to discontinue it. 





ERE EDEN REE EP AE TENT RE ol SEO RR OR BRR mee: 
(Signature here) 
~ Toluene (Print your name as you want it embossed on binder) 
Mn a I I inn assigns tsetse chaies 
NN ss Stpiesiclanas4 onesies apse eiapa laa iii sicsncs 
(Your title) 
Ns iins Sits ciseasdeihbecumatinaernsieceite ee enitmeee 
RIN isha ecco sscha Madde le eencecs tania hiv legs 
hel, th an 


For Value received, I promise to pay to the order of The National 
Underwriter Co., Eleven Dollars ($11.00) in eleven installments as 
follows: 

One month after date $1.00 Seven months after date $1.00 
Two months after date $1.00 Eight months after date $1.00 
Three months after date $1.00 Nine months after date $1.00 
Four months after date $1.00 Ten months after date $1.00 
Five months after date $1.00 Eleven months after date $1.00 
Six months after date $1.00 


With interest at 6% after maturity until paid. 


(Signature here) 
MONEY BACK IF SERVICE IS RETURNED IN 10 DAYS. 
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American Bankers Decision Studied 


(CONTINUED FROM PAGE 1) 





On Jan. 10 of this year Mr. Palmer 
advised the American Bankers he could 
not consider the voluntary lien values 
either as an admitted asset or as a re- 
duction of reserve liability. He referred 
to two opinions of the attorney general 
to that effect given last year. 

In 1934 the American Bankers sub- 
mitted to Mr. Palmer its program for 
securing the voluntary liens. Mr. Pal- 
mer composed a letter stating that the 
purposes and manner of operation of 
obtaining the liens were clearly and 
correctly stated by the company. Mr. 
Palmer declared he had no particular 
statutory authority to approve such a 
proposal but that if he felt that it were 
detrimental to the interests of the pol- 
icyholders he “would refuse to permit 
your company to submit such a proposal 





to its policyholders.” He stated that if 
a sufficient number of policyholders 
would agree to the placing of a 50 per- 
cent voluntary lien on their policies the 
company will have an opportunity to 
correct conditions arising as a result of 
the present economic situation and 
should be able to meet its obligations 
to persisting policyholders, 

This proposal was submitted to the 
policyholders and 4,776 signed accept- 
ances totaling $898,494 in liens. Mr. 
Palmer acquiesced in the solicitation of 
these waivers until he received the ad- 
verse opinion of the attorney general on 
March 7, 1935. The attorney general in 
the first opinion objected to the fact 
that the lien bore no interest and to 
the fact that the lien was waived on 
premium paying policies in the event of 











Boys Now, But — 
Manhood is ‘ 


corner” for the happy-go-lucky lads 
we see at play today. 


‘just around the 


Equip them properly for 


the great adventure called 
LIFE. 


Fathers should do it, and 


Life Insurance salesmen 


should make their appeal 


to such fathers a convinc- 


ing one. 


Keep their homes safe with 
adequate: protection. 
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death of the insured. Thereupon the 
American Bankers prepared a new pro- 
posal and secured additional acceptances 
totaling $105,955. 

The attorney general then ruled that 
the second form was invalid. He held 
that such a lien was not an admitted 
asset, was not a valid reduction of the 
reserve liability and constituted a vio- 
lation of the standard provisions act. 
Mr. Palmer requested American Bank- 
ers to cease soliciting waivers. Ameri- 
can Bankers acquiesced and sought un- 
successfully to reinsure its business, 

American Bankers pointed out that 86 
percent of the policyholders solicited 
had agreed to sign and that liens aggre- 
gating more than $1,250,000 can be ob- 
tained. 

American Bankers contended that re- 
fusal to permit accepting voluntary liens 
would contravene the constitution of the 
United States and of Illinois in that the 
policyholder would be deprived of his 
liberty and property without due proc- 
ess of law by arbitrarily and capriciously 
limiting his freedom to contract. 

The court stated the total liabilities of 
American Bankers are shown to be 
$5,130,871 after deducting surplus. The 
assets totaled $4,270,562 and if the com- 
pany has the right to deduct waivers 
from its legal reserve it will have un- 
assigned surplus of $108,420. 

American Bankers contend its policy- 
holders are merely creditors and are 
therefore able by supplementary con- 
tracts to modify or postpone the liabili- 
ties due them and thus to preserve the 
continuation of the company’s business 
and their insurance. In the event of in- 
solvency, the policyholders are general, 
unsecured creditors. 

Mr. Palmer contended that policyhold- 
ers are forbidden to enter into contract 
with a company, which in its effect 
waives any provision for the benefit of 
the policyholders, contained either in 
the acts under which the company 1s 
incorporated or the standard provisions 
act. Mr. Palmer referred to certain de- 
cisions in the workmen’s compensation 
act but the court pointed out that those 
decisions were influenced by the work- 
men’s compensation act which specific- 
ally deprives employes of the power to 
waive any of the provisions of that act, 
except upon approval of the industrial 
board. 


Standard Provisions Act 


The court pointed out that the stand- 
ard provisions act of 1907 provides that 
no policy shall be issued unless it con- 
tains certain enumerated provisions. 

American Bankers contends that, sub- 
ject to some limitations, the right to 
modify policies is an incident to the 
right of contract. 

American Bankers referred to the fact 
that in the reinsurance of all failed com- 
panies there is a policy lien provision. 

The court stated that insurance poli- 
cies must conform to the standard pro- 
visions act and the companies may not 
continue in business if they do not meet 
the standard of solvency contained in 
the statutes, but if their policyholders 
who are fully advised as to their finan- 
cial condition choose to enter voluntarily 
into contracts which waive a provision 
of the statute enacted for their benefit 
and protection, after such policies have 
been issued and before a receivership or 
liquidation proceeding has been com- 
menced, in order to protect their insur- 
ance policies and to save to the com- 
pany the loss of assets and expense of 
receivership and liquidation, these policy- 
holders who are not under compulsion 
or duress, and who are not the victims 
of fraud or deceit have this contractual 
right. Their contracts are valid. and are 
enforcible. 

The standard of solvency will still be 
required and will be applicable to all 
policies to be issued hereafter and to 
the reserves not waived by the volun- 
tary agreement. It is not material, ac- 
cording to the court, whether the insur- 
ance department treats these contracts 
with waiver as assets or permits them 
to be deducted from reserve liability. 
The effect in either case is to reduce 
the liabilities and to give effect to the 
contracts. All the policyholders need 
not execute the waiver contracts, and 












General Chairman for 


the A. L. C. Gathering 


——$__| 














D. EASLEY WAGGONER, Dallas 





D. Easley Waggoner of Dallas, vice. 
president and general manager of the 
United Fidelity Life of that city, is chair. 
man of the general arrangements com. 
mittee, which will locally look after the 
annual meeting of the American Life 
Convention in that city in October. He 
is a native Texan, having been born in 
March, 1892, at Ladonia. He graduated 
from Washington & Lee at Lexington, 
Va. Mr. Waggoner is one of the active 
insurance Officials in his state. 








there is no requirement, if these con- 
tracts are treated as waivers and nota 
investments, that interest be charged the 
policyholder on the amount of reserve 
he waives, although such a_ charge 


would be more favorable to the com- & 


pany. 

Since the statutes of Illinois do not 
prohibit these waiver contracts and the 
court holds that they are within the 
power of the policyholders and the com- 
pany to make, there is no necessity to 
pass upon the constitutional question 
raised by American Bankers. Both 
forms of waiver contracts are valid and 
such as Mr. Palmer should have recog- 
nized. 





STUDY IMPLICATIONS 








Life insurance people have _ beet 
studying the implications of the Ameri 
can Bankers’ case, which prompts sev- 
eral lines of inquiry and speculation. 

Some executives feel there is no rea- 

son why the procedure used by the 
American Bankers is not a proper one, 
although they feel that it would not 
work except with a relatively small 
company. 
_ The question arises whether legisla 
tive action would be desirable so as t0 
countenance the taking of waivers by 
the company or to provide that a com- 
pany might impose liens on the reserves 
and continue in business, as the Coch- 
rane law, now repealed, provided. Some 
executives feel that such a course would 
smack too much of assessmentism. 

Some 30 or 35 years ago when the 
assessment association had started ito 
decline, it was frequently suggested that 
the policies of legal reserve companits 
would be strengthened if the law t 
quired them to contain an assessment 
clause providing either for the levying 
of additional premiums or scaling ce! 
tain benefits. This was propaganda put 
out by the assessment association adv0- 
cates. 

_If it were not for the fact of the pos 
sible adverse effect on the sale of it 
surance and the lack of restraint, 0 
company management, some executives 
feel there would be merit to the sugge* 
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tion that all legal reserve policies either 
by policy provision or other statutory 
requirement in emergency be subject to 
some adjustment such as contemplated 
by the Cochrane law in Colorado. 
“Perhaps the American Bankers’ de- 
cision will focus attention on the prob- 
fem of handling life companies that get 
into difficulties and may lead to study 
and legislative action respecting the 
handling of such concerns. 

It is generally conceded that a life 
company is not, in fact, insolvent be- 
cause its assets are less than its liabili- 
ties, including in liabilities the policy 
reserve calculated according to estab- 
lished standards. When assets are less 
than liabilities including policy reserves, 
the condition is referred to as “technical 
insolvency” as distinguished from actual 
insolvency. There may be a substantial 
impairment of reserves without jeop- 
ardizing the permanence of a company, 
providing it is given the opportunity to 
work out its situation. Recognition of 
this fact has undoubtedly played an im- 
portant part during the past few years 
in the leniency extended life companies 
by insurance departments and probably 
also—although unexpressed—in the ac- 
tion of the commissioners in approving 
the use of values other than statutory 
market values. 


Future Mortality Savings 


Some observers doubt that it was ever 
intended that the net premium valuation 
method of computing reserves would 
determine the actual insolvency of a 
company, for such a valuation consider- 
ably overstates the present value of a 
company’s future liabilities under its 
outstanding policy contracts. It makes 
no allowance for future mortality sav- 
ings or for future excess interest earn- 
ings, or for possible savings in expense 
loading, all of which must be taken into 
consideration in determining whether a 
company is solvent in the commercial 
sense. 

Some actuaries agree that in order to 
determine whether a company is actu- 
ally insolvent it would be necessary to 
compare its assets with its liabilities, 
plus policy reserves calculated on a true 
table of mortality and at the rate of in- 
terest which in all probability would be 
actually earned with the proper credit 
or debit for the present value of the 
difference between the loading for ex- 
penses and the probable future expenses. 


Reeall Vermont Decision 


_This line of inquiry recalls the de- 
cision in 1901 of the Vermont supreme 
court in the case of Bankers Life of 
New York. The court mandamused the 
imsurance commissioner in that case to 
license the company. The question of 
the mode of computing the reserve upon 
the first year of the policies issued by 
the Bankers Life of New York was the 
big question in this case. The court 
Stated that while it is true that the val- 
uation of a company’s policy must rest 
substantially on the tables of mortality 
and the rate of interest, there are other 
matters proper to consider in determin- 
ing the actual standing of a life com- 
pany. 

he court said that applying the rule 
of valuation contended for by the insur- 
ance commissioner, no new company, 
stock or mutual, could organize and 
successfully begin business, and no small 
Company could so continue without be- 
coming at once insolvent in a statutory 
sense. If a company could be born with 
a large surplus, it might struggle for 
an existence, according to the court, 
but without one its first attempt to 
breath would be death. Visits of the 
midwife and the undertaker would be 
simultaneous and their different offices 
might be combined. A company, like 
an individual, must first be an infant, 
and there is little hope of life when 
you smother it in its swaddling clothes.” 


Quote Elizur Wright 


_ Elizur Wright is quoted extensively 
in the decision. The court stated that 
the object of all legislation is to pro- 
uce as a result the actual commercial 
solvency of the company. The Bankers 
ife of New York, according to the 
court, had the right to compute its pre- 








Insurance Delegates to 
Republican Convention 








When the Republican national con- 
vention meets in Cleveland on June 9 
insurance will be well represented, ac- 
cording to present indications. James 
S. Kemper, president of the Lumber- 
men’s Mutual Casualty of Chicago, was 
elected a delegate from the 10th Illinois 
Congressional district. E. D. Duffield, 
president of the Prudential, is a candi- 
date for delegate at large from New 
Jersey, where the primary will be held 
May 19. He heads the list of delegates 
pledged to Governor Landon of Kansas. 
Arthur T. Vanderbilt, prominent attor- 
nev of Newark, who is well known in 
insurance circles, is also a candidate on 
the Landon New Jersey ticket from the 
12th New Jersey district. Opposing 
Governor Hoffman is Vice-president 
F. W. Fort of the Eagle Fire of New- 
ark, who is using the governor’s han- 
dling of the Hauptman case as his prin- 
cipal argument for election. 

Charles M. Purmort, president Cen- 
tral Manufacturers Mutual Fire, and 
General Mutual Life, Van Wert, O., is 
a candidate for election from the 5th 
Ohio district. As he is unopposed, his 
election at the Ohio primary, which will 
be held May 12, is assured. 








mium reserve by placing it, in effect, for 
the first year, upon the amount it re- 
ceived in premiums, deducting expenses. 
The court stated that it fails to find 
any claim is made in argument and no 
reference is made in the records to the 
effect that any company ever became 
insolvent for the reason that its reserve 
was so computed. The court expressed 
the belief that it is not possible that this 
method in the computation of the re- 
serves could ever cause the failure of a 
company. 

Observers also recalled the paper pre- 
sented before the Actuarial Society in 
1907 by Henry Moir, now president of 
the United States Life, on the question 
of “Valuation of the Test of Solvency.” 


Judging the Solvency 


To decide whether the company can 
meet its obligations at all, Mr. Moir 
said, all legal obligations should be 
charged in the liabilities and every avail- 
able asset should be credited. In judg- 
ing the solvency of an office, the actual 
premiums paid must be considered while 
the rates of interest, mortality and ex- 
penditure to be experienced in the fu- 
ture should be carefully computed. For- 
feiture and surrender must also be borne 
in mind, especially the fact that sur- 
render values must be guaranteed in the 
policies in excess of the natural share 
which these policies would have in the 
assets. He expressed the belief that 
office furniture, bills payable and even 
agents’ balances should be conserva- 
tively valued and admitted as assets. In 
charging the liabilities and testing the 
solvency of a company, he said he con- 
siders that the only fair and reasonable 
method is a modified gross premium 
valuation, proper consideration being 
given to the legal obligations for com- 
pensation under general agency con- 
tracts, agency agreements, and all other 
claims which can be sustained against 
the company. 

“Considering the case of two com- 
panies in embarrassed circumstances,” 
he said, “and assuming conditions to be 
identical excepting that one charges low 
and the other high premiums, the net 
premium method would show the same 
reserve liability in both cases, yet it can- 
not be denied that the recuperative 
power of the company charging the 
higher rates is the greater, and it need 
not therefore have so large a fund on 
hand. This condition should be recog- 
nized by the state in fixing the standard 
of solvency.” 

Mr. Moir referred to a case where a 
company was declared insolvent through 
a technical ruling as to net valuation. 
This company was reinsured in another 
company for a large sum, all its policy 
obligations were guaranteed and _ the 








shareholders received more than the par 
value of their shares. As a matter of 
fact, he said, the company was perfectly 
solvent all the time, able to meet all its 
obligations and the ruling of insolvency 
arose on technical grounds only. 


Bureau Publishes New Book 


“How to Improve the Quality of Busi- 
ness” is the title of a new book pub- 
lished by the Life Insurance Sales Re- 
search Bureau. It is the fifth volume 
in the “How to Do It” series of work 
books on agency management. Quality 
business, it is pointed out, is business 





which is not allowed to lapse within a 
short time after it is issued. Quality 
business saves money for the policy- 
holder, the manager and the company 
which issues it. 


Banks to Give Talk 


E. S. Banks, Philadelphia insurance 
news correspondent, will speak to the 
Plico Club, home office organization of 
the Philadelphia Life, on May 4. He 
will outline pointers on life insurance 
salesmanship which he has gathered in 
his 17 years of interviewing successful 
agents. 

















A clanging bell warns of shoals; a 
buoy, riding the waves, points the 
safe channel; the lighthouse throws 
its beam across dark waters. But 
there is always the hazard of a 
storm whose violence mocks man’s 
precautions, and takes its toll in 
vessels lost or crippled. 


But what of the storms of life? 


No man can chart a safer course 
than he who invests in a policy 
with New England Mutual. By 
this step he acquires the sure 
protection of a Company that 
has not only safely weathered 
every economic disturbance of the 
past century — but has emerged 
from each storm with increased 
strength and prestige. 

There is a New England Mutual 
policy specially designed for your 
needs. It will remove all 
hazard and gamble 
from your voyage. It 
will guarantee you the 
smooth sailing that is 
enjoyed by those who 
take wise precautions 





ESIDENT 












Man marks the channel... 
but he can’t contro! the storm 





GEORGE WILLARD SMITH 
PRES! 


New ENGLAND MUTUAL 


LIFE INSURANCE COMPANY OF BOSTON 


MORE LIFE INSURANCE WAS BOUGHT IN THIS COMPANY IN 1935 THAN IN ANY OTHER YEAR 


against the financial shoals of the 
years that lie ahead. 

The protection and security you 
acquire through New England Mu- 
tual come under the oldest mutual 
life charter in this country — the 
first granted in America! 





FOR PROTECTION AND SECURITY! 


‘i minimum cost. 


i) RETIREMENT INCOME: Protection before 

i retirement, life income after retirement. 

f FAMILY INCOME: Tneome for family until 

Li rhildeen become self-supporting. 

i 7 MULTIPLE INCOME: A new policy ‘com. 

| bining retirement income and family 
income, 

f] NEw ENGLANDER 1-2-3 LIFE: Low-cost 

i—J gerotection for 1, 2 or 3, years, then 
permanent ordinary life. 


{7 ORDINARY LIFE: Maximum protection at 


New England Mutual, X-1 
87 Mitk Street, Boston, Mass. - 


Without obligating me, please send more 
information on inadrance checked above. 


Name. 





Address. 









































Protection and security through New England Mutual 
policies, as brought out in our national advertising. (To 
appear in American Magazine for June.) 
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Portrait of a 











Life Insurance Salesman 


Reprinted by the 7Etna Life Insurance Company from an inspiring 
Life Insurance Week advertisement titled, “Sure . . . Come on In,” 


M ILLIONS of Americans have discovered what a grand thing life insurance is, and how 
it can make their dreams and hopes for the future come true. . . . And they have 
discovered something else, too. . . . They have found that their life insurance repre- 


sentative is more than a salesman—that he is a man with a friendly, sympathetic under- 





standing of their personal problems, their money worries, their responsibilities. 
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They have come to know that, if he sometimes seems enthusiastic, his enthusiasm 









is justified—for he has seen the quiet miracle of life insurance at work. He has seen 


it providing for wives and children who have been left alone. For others, he has 


seen it transforming worry and discouragement into comfort and security. . . . 


He has seen it making a man’s dreams come true when every other way has failed. 





Life Insurance Week May 11-16 
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Danger of Totalitarian State 


THE warning of the distinguished trio 
of speakers at the PrupENTIAL’s annual 
banquet against turning over to “Mother 
Government” the economic problems with 
which individuals have been wont to 
wrestle under our democratic form of gov- 
ment is of particular significance for the 
life insurance business. President Dur- 
FIELD of the PRUDENTIAL, President Dopps 
of Princeton University, and A, E. 
Morcan, head of McGitt Universiry, all 
stressed the point that the individual can’t 
turn his economic woes over to the gov- 
ernment and still retain the individual 
liberty which Americans look upon as an 
unalienable right but which dictator-ridden 
citizens in Europe know to be quite easily 
alienable. 


In any move toward a totalitarian state, 
life companies would undoubtedly be among 
the first industries to be nationalized after 
the totalitarians had got through putting 
the railroads and the utilities securely 
under the federal thumb. Critics of in- 
dustrial insurance have already been de- 
manding that social insurance should in- 
clude death benefits for the entire popula- 
tion, paid for out of the general taxes. 

Like the wolf in the fable who envied 
the economic security of his acquaintance 
the dog, the average American will prob- 
ably be much less eager to turn all his 
problems over to a “Little Father” at 
Washington after he has taken a closer 
look and seen the dictator’s collar which 
he had not noticed at first. 


Mid-Year Meetings More Attractive 


THESE mid-year meetings of the Na- 
TIONAL ASSOCIATION OF LiFe UNDERWRIT- 
ERS are becoming more important and in- 
teresting occasions. Until three years ago 
the trustees and members of the national 
council or executive committee as the 
steering group was formerly designated 
gathered either in New York or CHICAGO 
in rather routine and colorless sessions to 
hear reports and transact business. Then 
the Ouro gang, in 1934, decided to put 
some life into these meetings and took the 
session to CINCINNATI, had a luncheon and 
provided some other sociable features. 
Then last year the NASHVILLE people en- 


tertained the national councillors and 
staged a sales congress the day before. The 
new system was continued this year with 
the mid-year meeting in Kansas City in 
conjunction with a sales congress and state 
association meeting. 

We believe it is worthwhile to make 
more of the mid-year meeting. It gives 
more cities an opportunity to entertain the 
National association and it gives leaders in 
the association an opportunity to fraternize 
in a more leisurely and intimate way than 
is possible at the time of the annual con- 
vention when there is so much hubbub and 
feverish excitement. 


High Cost of Compiling Tax Data 


LIFE companies not only pay heavy taxes 
to various taxing authorities but for the 
privilege of doing so they must pay hand- 
somely in the way of time taken to com- 
pile data and fill out forms, J. K. Suttr- 
VAN, supervisor accounting department 
PuHoenrx Mutua. Lire, showed at a re- 
cent meeting of the Lire OrricE MANAGE- 
MENT AssocIATION, Social security taxes 
are going to make these hidden expenses 


even heavier, Mr. SuLiivan has warned. 
His point that now is the time for com- 
panies to get together and do all in their 
power to minimize the inevitable compli- 
cations is well taken. As companies know 
to their sorrow, once requirements have 
been crystallized, the well known 16-to-1 
ratio in favor of an ounce of prevention 
can be clearly seen, but by then it is too 
late to do anything effective. 


Keeping the Larger View 


READERS OF THE NATIONAL UNDER- 
WRITER may have been interested from time 
to time in noticing the arguments pre- 
sented on the inside back cover as to 
why insurance companies should ad- 
vertise in THE NATIONAL UNDERWRITER. 
Some very good arguments have been 
presented but there is at least one that 
has not been set forth. 

This observer has noticed for some 
time that the companies which adver- 
tise do not as a rule go out of business, 
unless they are companies, as occasion- 


ally they are, which advertise as a sort 
of camouflage, without a serious pur- 
pose in their advertising, but merely to 
create a false impression. These need 
not be considered. 

The company which advertises se- 
riously does so for quite a number of 
reasons, which need not be mentioned 
here. There is a psychological effect 
on the management of a company 
which advertises which makes for stay- 
ing qualities of the company. It has 
been said in military circles that as high 





as 45 percent of the fighting strength 
of an army is in its morale. Psycho- 
logically the management of a com- 
pany which advertises is not so likely to 
accept defeat at crucial moments, when 
its fate is in the balance, as it would if 
the company had not broadcast certain 
statements and promises to the insur- 
ance world. A little advertised com- 
pany, particularly if it be small, can 
pass out of the picture and its going will 
scarcely be noticed except by a few 
agents and others closely interested. 
The management of such a company, 
when tempted to sell out is likely to 
have this feeling of futility, the feeling 
that the whole struggle is not worth 
while, that the easiest way is the best. 
But when a company has followed an 
advertising program, has in effect told 
the insurance world what it proposes 
to do and what may be expected of it, 
the element of pride is involved. There 
is the feeling that the whole industry 
will be interested, and disappointed, if 
that partcular company does not make 
good. 

We believe that the average reader 
of an insurance paper like Tue Na- 





TIONAL UNDERWRITER will have a better 
morale and spirit, and more resources, 
if he is interested in something outsiq. 
his own immediate concerns, jf |, 
makes it his business to be interested 
in affairs in the insurance world at 
large. He picks up his paper each week 
with somewhat the same feeling that he 
picks up his morning newspaper befor, 
he starts his day’s work; with the feel. 
ing of expectancy, of interest in wha 
is new, and he gets new inspiration jy 
reading what other men like himself are 
doing, near and far. He takes up his 
work with a new zest and a renewed 
interest in the business to which he js 
giving most of his time. 

Coming back to the advertising com. 
pany, that company is likely to be im. 
bued with what the late Joun B. Lyy. 
GER, the great vice-president of the 
EguiTaBLe Lire of New York, used tg 
call “the hopefulness of life.” The adver. 
tising company is definitely a part of 
the larger insurance world and _ the 
larger world is a part of it. It is not 
an isolated unit, whose going and com- 
ing is of interest and importance only 
to itself, 








PERSONAL SIDE OF BUSINESS 
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Mr. and Mrs. E. W. Clark have re- 
turned to Mason City, Ia., after six 
months of travel which took them to 
Japan, China and the Philippines. Mr. 
Clark is former Iowa commissioner, 

May has been set aside as “Chace 
Month” by field men of the Prudential, 
in honor of George H. Chace, second 
vice-president. 

“Open house” for their friends was 
held by Mr. and Mrs. Will D. Sweet 
of Seattle in observance of their 25th 
wedding anniversary. Mr. Sweet has 
been with the New York Life in Seattle 
for 15 years. He also served a year 
with the Canada Life’s Saskatoon 
branch. 


The Princeton Alumni Club of Chi- 
cago will give a notable dinner on the 
evening of May 8 in honor of Dr. Har- 
old Willis Dodds, president of Princeton 
University and Edward D. Duffield, 
president of the Prudential, who is 
chairman of the board of trustees of 
Princeton. 


Directors of the Ohio State Life at 
their quarterly meeting adopted resolu- 
tions on the death of D. F. Shafer, a 
director of the company and manager 
of the Mansfield, O., agency, who died 
a few weeks ago. Mr. Shafer was asso- 
ciated with the company from its or- 
ganization 30 ail ago. 


j. F. Tracy; 85, at one time assistant 
superintendent of the Providence, R. I., 
office of the John Hancock Mutual Life, 
died at the home of his daughter there. 


Frank Mozley of § Salt Lake City was 
honored by officers of the Beneficial Life 
at a luncheon on his 62d birthtday in 
recognition of his completion of 25 years 
in the service of the company. Presi- 


ee, 


dent Heber J. Grant presided and pre- 
sented him a service medal. 

Mr. Mozley organized the industrial 
department of the Beneficial, which was 
taken over by another company many 
years ago, and has since been with the 
ordinary department. 


Nephi L. Morris, secretary-treasurer 
of the Pacific National Life, will be di- 
rector-general for Covered Wagon Days, 
to be celebrated in Salt Lake City in 
July. July 24 is the state’s Pioneer Day. 


Ray P. Cox, vice- e-president and man- 
ager of agencies for the California 
Western States Life, was honored on 
his 51st birthday with 314 applications 
for $1,252,000 of new business, pro- 
duced on that day by the agency organ- 
ization. He was also given a huge birth- 
day cake and a four-foot knife with 
which to cut it. 


Harry T. Wright of Chicago, one of 
the leading producers of the Equitable 
Life of New York and chairman of the 
1936 Million Dollar Round Table, was 
banquetted in Boston by members of 
the five Boston agencies of the Equi- 
table. The gathering marked the close 
of a campaign for new business con- 
ducted by the Boston agencies. 

R. G. Simmons, general counsel of 
the Cosmopolitan "Old Line Life, has 
been nominated by Nebraska Republi- 
cans as candidate for United States 
Senator. Mr. Simmons served three 
terms in the lower house of Congress 
prior to 1932. 


E. E. Cantrell, general agent of the 
Northwestern Mutual at Springfield, II, 
for 19 years, was guest of honor at a 
party held by his agents celebrating his 
30th anniversary with the company 





when he was presented 55 applications 
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jor $180,000 secured during the week. 
He succeeded to the business of his 
father, J. S.. Cantrell, who was district 
agent at Springfield from 1895. 


W. H. Jurgensen, former president of 
the Western Union Life of Nebraska, 
won a third nomination for lieutenant- 
governor at the recent Democratic pri- 
mary, defeating former Congressman 
Howard, who was once lieutenant-gov- 


ernor. 


T. A. Jayne, for 40 years an agent of 
the Northwestern Mutual Life in De- 
corah, Ia., was host at a banquet in that 
city to celebrate the occasion. R. H. 
Pickford, Cedar Rapids, state agent 
Northwestern Mutual; Dr. and Mrs. T. 
C. Clark of Minneapolis and E. M. Phil- 
lips of West Union were among the 
guests. 


Wilbur M. Brucker, vice-president and 
counsel of the American Life of Detroit, 
has announced his candidacy for United 
States Senator from Michigan on the 
Republican ticket against Senator James 
Couzens, independent New Deal sup- 
porter. 


Object to Solicitation 

JACKSON, MICH., April 30.—Fol- 
lowing receipt of protest from the Jack- 
son Association of Life Underwriters, 
the city commission has acted to pre- 
vent further solicitation of city employe 
business by the agency of a large life 
company through the medium of pay 
envelope enclosures which were appar- 
ently designed to simulate official ques- 
tionnaires. The commission also agreed 
to notify the municipal staff that the city 
government does not favor any particu- 
lar insurer nor is it extending any spe- 
cial privileges to any one company. Re- 
cipients of the forms sent out in pay en- 
velopes are to be told that they need not 
provide the information asked as the 
circulars had no official standing. 

The agents’ association had informed 
the commission, in an official communi- 
cation, that it considered this form of 
competition unfair and believed such 
activities should be halted immediately 
and action taken to nullify the effect of 
the pay envelope enclosures already dis- 
tributed. 








Glimpses from Sidelines 
at Birmingham “Ad” Meet 








Charles E. Becker, president Great 
American Life of San Antonio, accom- 
panied by Mrs. Becker, sat in at some 
of the meetings of the Life Advertisers 
Association at Birmingham. He is on 
an automobile trip through the south- 


east. 
* * x 


C. T. Steven, advertising manager 
Phoenix Mutual, was one of the inter- 
ested spectators. 

* OK OX 


S. A. Swisher, Jr., assistant superin- 
tendent of agencies Equitable of Iowa 
and president Life Advertisers Associa- 
tion, made the trip from Des Moines 
to Birmingham. 

* * x 

John C. MeCarroll, Bankers of Iowa, 
arrived on Tuesday to attend the execu- 
tive committee meeting of the Life Ad- 
vertisers Association. 

* * x 

Committee chairmen appointed to 
serve during the meeting were: Nomi- 
nations, Bart Leiper, Provident Life & 
Accident; resolutions, Rex B. Magee, 
Lamar Life; next meeting place, Emmett 
Russell, Jr., Life & Casualty. 

* *K x 

Three Texans not at the meeting last 
year but prominently in evidence at 
Birmingham were Lorry Jacobs, South- 
land Life; C. B. MePhail, Great Ameri- 
can, and Sam Hay, Jr., Great Southern. 
For Mr. McPhail and Mr. Hay it was 
their first Southern Round Table gather- 
ing. 

*x* * x 

The entertainment plans were under 
the direction of Jack MecSpadden, agency 
supervisor, and James Adams, advertis- 
ing manager Liberty National Life. 

* * x 

There was a registration fee of $5 for 
the Southern Round Table and $10 for 
the managers’ congress. 

* * x 

A specially inscribed gavel was pre- 
sented at the opening session to Presi- 
dent Thomas J. Hammer by C. C. Flem- 
ing, Life of Virginia. It was made from 
an old tree that grew near Jamestown, 
Va., which was visited by the Southern 





Birmingham Company Building 





























The American Life of Birmingham, 
Ala., is now in its handsome new home 
office building. It is occupying the sec- 
ond and third floors, the arrangements 
being made in a practical way. The 
company has made fine progress, start- 
Ing in business in 1931. Judge Thomas 

ert, the president, is one of the 
founders of the company and is very 
active in civic and business affairs in 





his section. Vice-president and Treas- 
urer R. A. Gray, Sr., is widely known 
in life insurance and has an especially 
fine knowledge of agency affairs. He 
has been connected with the American 
Life since its organization. It has over 
$10,000,000 insurance in force, its assets 
are $832,966. The ground floor of its 
new building is being rented to stores 
as fast as each unit is completed. 





Round Table’s sightseeing group last 


year. “Tom” wielded it vigorously 
throughout the meeting. 
* * xX 


W. L. Jessup, who was appointed ad- 
vertising manager of the Pilot Life a 
few months ago, attended his initial 
Southern Round Table gathering. 

* * x 

T. M. Simmons, manager United States 
agencies Pan-American Life, attended 
most of the sessions. 

* * * 

There was a sightseeing tour at the 
close of Monday afternoon’s sessions fol- 
lowed by a buffet dinner at “Vestavia,” 
country home of George Ward, one of 
the directors of the Protective Life. The 
Liberty National and Protective were 
joint hosts. President S. F. Clabaugh 
of the Protective was out of the city, 
but President Frank P. Samford and Sec- 
retary Ralph W. Beeson of the Liberty 
National were dispensing hospitality in 
true southern style. 


“Life Insurance,” by Joseph B. Mac- 
Lean, associate actuary Mutual Life of 
New York—a standard textbook of life 
insurance principles and practices. Price 
$4, The National Underwriter. 











“Dick” Hanley Achieves 
Record in His First Year 











Qualifying as a group millionaire, R. 
E. (“Dick”) Hanley of the Woody 
agency, Equitable Life of New York at 
Chicago, finished his first year with a 
paid volume of $1,127,502 and 113 cases. 
Of this amount $800,652 was regular 
business and $326,850 was group. Fam- 
ily protection and old age income were 
his best sellers. 

Mr. Hanley is better known in the 
sports world, having been head football 
coach at Northwestern University from 
1927 to 1935. He attained football prom- 
inence at Washington State University 
and after graduation coached at an Ore- 
gon high school and at Haskell Institute 
before going to Northwestern. For the 
past nine years he has served as co- 
coach of the all-eastern team which 
meets a team of western stars each year 
on New Year’s Day. 





GREAT SOUTHERN 


*We are interested in 
discussing with those 
who can qualify, our 
liberal agent's contracts 
and unique sales plans. 


HOME OFFICE: 





°° Non-forfeitable 
direct with Company and liberal first 
year commissions. 


°° New rate book—Family Protection— 
Economic Protection—Children's poli- 
cies, with complete line of all regular 
policies. 


°° Sales Plans—Direct Mail, visual pres- 
entations and individual proposals. 


°° Home Office training and supervision 
—Field Schools and selling assistance. 


°° Agent's Time Control plans and per- 
sonal budget records. 


THE COMPANY HAS 


** Financial strength—over $43,000,000 
of assets, 27 years of service, surplus 


protection 
$4,000,000, and over $227,000,000 of 


insurance in force. 


°° An enviable record of prompt pay- 
ment of claims. 


* * Experienced life insurance men direct- 
ing the Company's activity. 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


HOUSTON, 


AGENTS HAVE" 


renewal contracts 


to policyholders over 


TEXAS 
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e JANUARY 
Great... 


e FEBRUARY 


Greater... 


¢ MARCH 


Greatest / 



























. . « Making the Great- 
est First Quarter in all 
Provident History. 





At 


the House of Protection 


Stirring tribute, this, to an alert, capable Field Force working hand 
in hand with an experienced and sympathetic Home Office staff. 


PROVIDENT 
Life and Accident 


Insurance Company 


Chattanooga..... ‘Since 1887"..... Tennessee 

















































Diversification 


No other investment plan in the world offers 
the degree of diversification and safety found in 
life insurance investments. Trained investment 
officers combine careful first selection of invest- 
ments with constant scrutiny after purchase, 
thus minimizing the danger of sacrificing in- 
vestments on a depressed market to secure 
cash. 


No business operates on quite as wide safety 
margins as does life insurance and the Peoples 
Life, sturdy as the oak, operates on an extra- 
wide margin, thus guaranteeing safety to all 
policyholders. 


Are you interested in a connection with such a 
company? Then you will find it pays to be 
friendly with the 


PEOPLES LIFE INSURANCE Co. 


“The Friendly Company” 











FRANKFORT INDIANA 











NEWS OF THE COMPANIES 





Increasing Life Department 





Home Friendly Is Laying Stress on 
This Coverage Rather Than Health 
and Accident 





President C. H. Taylor of the Home 
Friendly of Baltimore in his annual re- 
port points out that in 1930 it became 
its policy to increase life insurance and 
confine health and accident sales to those 
policyholders who had been forced to 
lapse their insurance due to unemploy- 
ment. This policy has resulted in a year- 
ly decline in the health and accident 
department with the result that as of 
Dec. 31, 1935, there was a reduction in 
business compared with that of Dec. 31, 
1929, of 57.8 percent policies, 61.6 per- 
cent mortuary benefits, and 61.9 weekly 
premium. However, in each year since 
1929 the Home Friendly has increased 
its premium income and insurance in 
force in the life department. 

The new life business last year was 
$13,389,071, the insurance in force $21,- 
755,343, an increase of $1,162,089. The 
net interest earned was 3.8 percent. 


Navy Mutual Aid Data for 
1935 Reported by Official 


Information regarding the Navy Mu- 
tual Aid has been received. Recently 
an inquiry for information concerning 
the operation and result of this life in- 
surance plan, organized July 28, 1879, 
to furnish life insurance to naval offi- 
cers, was met by refusal of the Navy 
Mutual Aid to give any data. A copy 
of the 1936 report was received from 
Secretary-treasurer T. J. Cowie, rear 
admiral, retired. 

All officers of the navy, marine corps 
and coast guard service, including tem- 
porary and reserve officers on active 
or retired list, and reserve officers on 
active or inactive duty, not over 35 
years of age, and midshipmen at the 
naval academy, subject to satisfactory 
medical examination are eligible. En- 
trance fee is $5 plus an assessment, it 
being required that 10 such assessments 
be paid within 60 days from date of 
admission. There is an additional flat 
rate per $1,000 for extra hazardous 
duty. Age is determined by deducting 
year of birth from current year. The 
average assessment from 20 to 52 is 
$2.76. The report states beneficiaries 
have been paid $7,236,042 to date. 


Has $52,500,000 in Force 


There were 7,011 members with aver- 
age age 40.48 Jan. 1. Amount of pro- 
tection outstanding was $52,582,500, to- 
tal assets $3,127,749, reserve fund $2,- 
135,052. The benefit paid per member 
is $7,500, with a savings factor in ad- 
dition. The maximum paid last year 
was $9,015. 

The tabulation shows the actual cost 
per $1,000 at age 20 is $3.44, ranging 
to $16.94 at age 62 and over. The plan 
includes accumulation for reserve fund 
on a stabilized assessment basis, these 
accumulations ranging from $29.52 at 
age 20 to $145.20 for age 62 and over, 
any unused balance of the yearly accu- 
mulation being paid beneficiary at the 
member’s death in addition to the $7,500 
face amount. 

Assets increased $389,474 last year. 
The assets are invested in federal, mu- 
nicipal, utility and federal loan agency 
securities and in other selected bonds. 
Receipts last year were $1,559,531 and 
disbursements $1,170,056. Assessments 
totaled $768,307. 

The Navy Mutual Aid is a navy 
project solely. The life insurance does 
not contain an investment feature, yet 
is based on a safe accumulation plan. 
A tabulation shows that if death occurs 








ae. 


death benefit there will be paid at age 
20 at entry $5,882.12; age 25, $5,289.69. 
age 30, $4,584.43; age 35, $3,956.30; age 
40, $3,349.96. 





Plan Followed in Rewriting 


The Life Insurance Company ot De. 
troit, which took over the old Detrois 
Life, is offering to Detroit Life policy. 
holders a policy in the new company 
as of current date at the present at 
tained age. It is using the unimpaired 
reserve under the old policy to be ap- 
plied in the form of an annuity to re. 
duce the premium on the new policy to 
$1 a thousand less than that paid on 
the old policy. The new policy, of 
course, thus is free from liens or loans. 
The policyholder whose contract is re- 
written retains his interest in the De- 
troit Life fund and any improvement 
thereon. He receives a certificate of 
participation in that fund. 


Royal Union Lien Reduced 


A reduction totaling $1,273,342 or 15 
percent of the lien on Royal Union Life 
policies, reinsured in 1933 by the Lin- 
coln National Life, has been announced. 
It is effective as of Dec. 31, 1935, and 
is the second lien reduction made under 
the reinsurance contract. The former 
reduction totaled $1,148,769 or 12 per- 
cent and became effective May 1, 1935. 


Reports Record First Quarter 


President U. S. Brandt of the Ohio 
State Life reports that new _ business 
written the first quarter of 1936 was the 
largest of any first quarter in ten years. 
There was a marked decrease in lapses 
and surrenders, an increase in cash in- 
come from investments and an increase 
in renewal and first-year premium in- 
come, 


Union Life Has New Offices 


The Union Life of Richmond, which 
has been quartered in the Law building 
in that city for many years, has bought 
a three-story building at 15 North Sixth 





Now Associate Actuary 
of the Home Life of N. Y. 
















T. A. STEMMERMANN 


The Home Life announces the elec 
tion of T. A. Stemmermann, assistant 
actuary, as associate actuary. He began 
his business career with the Home Life 
on graduation from Colgate University 
in 1924. In 1931 he became a fellow of 
the Actuarial Society of America, an 
has served as assistant actuary of the 
Home Life for a number of years. , 

In his new post he will assume duties 
closely associated with W. J. Cameron, 
vice-president and actuary, thus allow- 
ing Mr. Cameron to devote a major part 





prior to age 54 in addition to the $7,500 





of his time to executive administration. 
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et for its home office. Col. Joseph 
Button, former Virginia, commissioner, 
jow secretary-manager Stock Insurance 
Association, was for several years pres!- 
dent of the company. 


Columbia Life Increase 


The Columbia Life of Cincinnati 
shows a gain of over $1,000,000 in new 
business the first three months of this 


year. 
Ben R. Hamilton Makes Change 


Ben R. Hamilton, formerly vice- 
president and agency manager of the 


stre' 








Pyramid Life of Little Rock, is now 
connected with the Democrat P. & L. 
Co. of that city. 





Elect Assistant Secretary 


At the annual meeting of the Palmetto 
State Life of Columbia, S. C., M. E. 
Edenfield was elected assistant secre- 
tary, a new Office. 





The Pittsburgh office of the Metropoli- 
tan Life, for five years in the First Na- 
tional Bank building there, has been 
moved to the Clark building. 











~ NEWS OF LIFE 


ASSOCIA TIONS 





Solenberger Is IHinois Chief 





Association Has Attendance of Many 
Notables at Annual Meeting in 
Springfield 





H. M. Solenberger, general agent 
Mutual Benefit Life at Springfield, IIl., 
was elected president of the Illinois asso- 
ciation at the annual meeting in Spring- 
field, preceding the annual sales congress 





H. M. SOLENBERGER 


held jointly with the Springfield associa- 
tion. He has been vice-president and is 
president Springfield association. 

The meeting was distinguished by a 
program worthy of a National conven- 
tion, among the speakers being Director 
Palmer of Illinois; Paul Speicher, Re- 
search & Review; F. G. Bray, supervisor 
Thurman agency, New England Mutual, 
Chicago; J. E. McNamara, Courtenay 
Barber agency, Equitable of New York, 
Chicago, a million dollar producer, and 
E. Paul Huttinger, agency secretary and 
director of education, Penn Mutual, who 
substituted for and read a paper by Vice- 
president F. H. Davis of that company. 


Many Notables Present 


There were present and spoke at the 
business meeting President L. O. 
Schriver, general agent Aetna Life, 
Peoria, and Vice-president A. E. Patter- 
son, general agent Penn Mutual, Chi- 
cago, both of the National association; 
several members of the Illinois depart- 
ment, including First Deputy R. T. Nel- 
son; Frederick Bruchholz, agency direc- 
tor New York Life in Chicago and presi- 
dent Chicago association; C. F. Axelson, 
Northwestern Mutual, Chicago, past 
President state association, and others. 

he new officers include: First vice- 
president, Norris H. Bokum of Bokum & 
Dingle, general agency Massachusetts 
Mutual, Chicago; second vice-president, 
i. Hi, Ellis, Rock Island, Equitable of 
New York; secretary-treasurer, William 
aa Peoria, general agent John Han- 
cock. 

J. M. McClenaghan of Elgin, retiring 
President and general agent Bankers Life 








of Des Moines, and. Secretary Lateer 
reported on the year’s activities. Most 
of the 18 associations were visited and 
two associations formed—Freeport and 
Sterling-Rock Falls, Freeport with 19 
members. State membership last June 
was 1,588 and as of the time of the 
meeting it was 1,584, indicating a good 
increase by the end of June, 1936. Mr. 
Axelson, chairman of the extension 
mittee, was very active. 

The association adopted the standard 
bylaws approved by the National asso- 
ciation, changing the fiscal year to begin 
July 1, corresponding with that of all 
Illinois local associations, and placing 
the retiring president and representatives 
of all local associations on the board. 
Herbert Hendricks, Equitable of Iowa, 
Decatur, was chairman bylaws commit- 


Mr. Schriver told of elimination of 
10,000 agents throughout the country 
under the part-timer agreement without 
affecting production. Mr. Patterson told 
of the National membership campaign 
with a quota of 30,000 by June 30. He 
said 68 local associations are ahead of 
their June 30, 1935, figure. He sug- 
gested two ways of getting members—by 
collecting dues monthly and securing 
general agents guaranties, and by using 
the 100 percent membership certificate 
on vellum imprinted with the associa- 
tion’s name, furnished free by the Na- 
tional association. 


Policy Is Outlined 


Mr. Solenberger, who was installed at 
the afternoon session of the congress, 
stated his administration policy will be 
to attempt to make all local associations 
more appreciative of the value of the 
state and National associations. An in- 
vitation was extended to hold the next 
state meeting at Aurora. 

Among the leading life people present 
were C. B. Stumes of Stumes & Loeb, 
general agent Penn Mutual, Chicago; 
Karl Korrady, vice-president Illinois 
Bankers; Rollin Young, vice-president in 
charge of agencies Franklin Life, Spring- 
field, and Miss Joy M. Luidens, execu- 
tive secretary Chicago association. 
Among department men attending were 
Hiram McCullough, chief, license divi- 
sion; Second Deputy Brown, Walter 
Green, assistant actuary, and Frank 
Young, legal adviser. 


Agencies Hold Meetings 


A number of agencies held luncheon 
meetings and dinners during the gather- 
ing. Messrs. Huttinger, Stumes and 
Patterson spoke at a Penn Mutual gath- 
ering with E. P. Connelly, district man- 
ager, at Springfield, presiding. Ed 
Schnell, district manager Peoria, talked. 
Mr. Connelly presented J. T. Bick of 
Chicago, honor agent in the recent cam- 
paign in honor of Vice-president F. H. 
Davis, and F. R. Lutke, Peoria, pre- 
sented records of downstate agents. Mr. 
Solenberger held a luncheon for his 
agents in the territory adjacent to 
Springfield, the Franklin Life had a 
luncheon of about 30 agents in the terri- 
tory attending. Vice-president Henry 
Abels, Secretary Will Taylor and Actu- 
ary F. R. Jordan were present and also 
attended the state meeting. 

Other agency meetings were held by 
the Mutual Life of New York, North- 








AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


@ Agency contracts particularly designed to give 
maximum compensation for quality business 
and so drawn that renewal results in a steadily 
pyramiding income for the man or woman who 
is looking for a permanent connection. 
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TO 


A GENERAL AGENCY 


WITH THE COMPANY THAT REACHED 75 MILLIONS 
IN 8 YEARS 


Bankers National Life Insurance Company, the Company that 
reached the 75 million mark in 8 years, is laying plans for even further 
expansion. New General Agents are going to be needed. They 
should be in training now. To a limited number of men who have 
certain qualifications, aspirations and present limitations, the Com- 
pany will give its 

Special Contract for Prospective General Agents 
IF—your paid-for production in 1935 exceeded $100,000 
IF—you have some organizing ability 
IF—your future with your present connection is limited 
IF—you live in 


NEW JERSEY PENNSYLVANIA 
DELAWARE WESTERN MASSACHUSETTS 
MARYLAND RHODE ISLAND 


Write to 
Wm. J. Sieger, Vice President and Supt. of Agencies 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 
MONTCLAIR, NEW JERSEY 
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MAY 
ANNIVERSARY MONTH! 


85 years ago, on May 15th, 1851, Governor George N. Briggs, 
of Massachusetts, and a group of public spirited men, founded and 
chartered this institution. 


Since that date this company, extending complete co-operation 
to its policyholders and beneficiaries, has paid to them $150,000,000. 


An efficient field force extends the opportunity of service 
throughout many states and is equipped with up-to-date policy 
contracts, to meet public demand. 


May—Anniversary Month—and May 15th, Charter Day, 
will be fittingly celebrated. 


“Ask Any Berkshire Agent” 


BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


Pittsfield, Mass. Fred H. Rhodes, President 


LIFE INSURANCE WEEK—MAY (ith to (6th, 1936 




















WE ARE 
INCREASING OUR INCREASE 
OVER 1935 


Country Life steps up its writing speed this 
year by individual agent improvement. 


Better leads. 
Better Buying Power. 


But more important is a religious desire to 
attain a goal of $100,000,000. 


For further information about this low rate, 
low net cost company address 


L. A. Williams, General Manager 


COUNTRY LIFE 


INSURANCE COMPANY 
608 South Dearborn Street 
Chicago, Illinois 




















western Mutual Life and Prudential. 
The Peoria association, which had a 
large number of members present, held 


a luncheon. 
xk * * 


Maine Life Association Has 
Authorized Regional Groups 


The Maine Association of Life Un- 
derwriters has authorized formation of 
three new regional associations, repre- 
senting the eastern, southern and cen- 
tral portions of the state. Organization 
has been completed and the following 
officers elected: 

Eastern Maine association: President, 
D. S. Higgins, Bangor; vice-president, 
F. L. Ryan; secretary and treasurer, 
Mary S. Carr, Bangor; executive com- 
mittee, M. H. Bowles, E. C. Tracy, B. 
L. Gilmore, R. G. Moore. 

Southern Maine association: Presi- 
dent, Lewis A. Barbour, Sun Life, 
Portland; vice-president, L. W. Smith, 
Equitable Life of New York, Portland; 
secretary, L. B. Farrar, district man- 
ager Equitable of Iowa, Portland; di- 
rectors, W. S. Anthony, Portland; R. 
L. Sprague, Union Central, Portland; 
Henry P. Dubuc, Metropolitan, Biddle- 
ford. Officers of the central Maine as- 
sociation have previously been an- 
nounced. 

* * * 


Addresses Birmingham Body 


BIRMINGHAM, ALA., April 30.— 
The average agent needs to cultivate 
and sell more women prospects, said O. 
Sam Cummings, Dallas, state agent 
Kansas City Life and secretary National 
Association of Life Underwriters, in ad- 
dressing the Birmingham association on 
“Making 1936 a Better Year.” In occu- 
pational classifications which buy life 
insurance, housewives have not ranked 
lower than third for the past four years, 
said Mr. Cummings, yet plenty of agents 
can be found without the name of a 
single woman in their prospect files. 

In order to avoid lopsided prospect- 
ing Mr. Cummings advised agents to 
make a study of their prospect files as 
to vocational classifications. He esti- 
mated that in 1936, 3,500,000 men and 
500,000 women will buy insurance, an 
average of one in four persons called on. 
He urged agents to fit the policy to the 
prospect’s needs and push for a better 


settlement. 
* * x 


Montana State Meeting 


The Montana Life Underwriters As- 
sociation met in Helena this week. As- 
sistant Superintendent of Agencies Ben 
Williams of the Bankers Life of Iowa 
spoke on “Some Things I Have Ob- 
served Which Tend Toward Success in 
Life Underwriting.” 

ke? Sk: isk 


Minneapolis—Increasing sales of life 
insurance and repayment of policy loans 
furnish evidence of improving business 
conditions over the country, R. B. Hull, 
managing director National association, 
said at a luncheon meeting. 


* * 


Detroit—All past presidents of the as- 
sociation, together with George E. 
Lackey, general agent Massachusetts 
Mutual, past president National associa- 
tion, and P. J. Crandall, Jackson, presi- 
dent Michigan State association, have 
been invited to a dinner meeting May 4 
to formulate plans for operation, legis- 
lation, etc. President Donald Machum, 
Manufacturers Life, has suggested that 
a permanent advisory board of past offi- 
cers be formed. 

*x* * * 

Des Moines—‘There is a fundamental 
in American characteristics which rebels 
against government reliance,’ Roger B. 
Hull, managing director National asso- 
ciation, said in addressing the April 
meeting. “Security,” Mr. Hull said, 
“should be a fundamental and not a by- 
product, and you are the men to make 
the American public conscious of that 
obligation.” A moment of silence was 
held in memory of the late J. A. Spargur. 

* * x 

Akron, 0.—The association held its 
first sales congress with 450 agents from 
Akron, Canton and surrounding terri- 
tories attending. Russell Moore, super- 
intendent of agencies Midland Mutual 
Life, spoke on “Proper Mental Attitude”; 





prospecting was discussed by Frank M 
See, St. Louis general agent New Eng. 
land Mutual Life, and Vash Young 
Equitable Life of New York, spoke 
“Winning the Little Wars of Everyday 
Life.” ’ 

Tribute was paid to J. T. Kimberly 
Akron superintendent Prudential ang 
president, under whose direction the 
Akron association has increased its mem- 
bership from 90 to 261. During the day 
Mr. Young autographed books at tw, 
of the leading department stores in the 
city. 

* * x 

Wheeling, W. Va.—M. B. Cohill, star 
producer of the Edward A. Woods Equi- 
table agency at Pittsburgh, spoke at the 
April meeting on “Hitting the Bullseye,” 
Mr. Cohill has made a record as a mijj- 
lion-a-year man and his talk gave ex. 
perience of very practical value on how 
to bring home the bacon. The associa- 
tion, under the leadership of Ford Shep- 
herd as chairman of the Life Insurance 
Week committee, is planning to carry 
out an elaborate program of publicity of 
all kinds. 

E. Paul Huttinger, agency secretary 
Penn Mutual, will speak at a joint meet- 
ing of the association and Rotary Club 
May 12 on “Insurance and Taxation,” 

* * x 

Wichita Falls, Tex.—Leo F. Willep- 
borg of the: Seaboard Life spoke at the 
April meeting. 

* * 

St. Paul—J. A. Worsham, writer on 
economics, addressed a luncheon meet- 
ing on “New Strategies in Selling.” 

ce x 

Vermont—At a meeting in Burlington 
I, S. Kibrick, New York Life, Boston, and 
A. S. Browne of Boston, New England 
inspector of agencies New York Life, 
spoke. 

* * x 

Zanesville, O.—At the _ southeastern 
Ohio sales congress the principal speak- 
ers were J. Boyd Davis, Penn Mutual, 
Columbus; W. J. Cummins, Equitable of 
New York, Pittsburgh; J. A. Worsham 
of Decatur, Ill, and Judge J. L. Knapp. 

* * * 

Dallas, Tex.—Hal Crouch, Tulsa, Okla., 
attorney, spoke at the April meeting on 
“The High Cost of Dying.” Part of his 
address was illustrated with actual cases 
taken from the probate court records in 
Dallas. 








AD BRIEFS 


FEATURE THE AGENT 


The Equitable Life of Iowa has insti- 
tuted a test advertising campaign with 
the Herbert A. Hedges general agency 
in Kansas City, Mo., built around the 
Equitable of lowa salesman himself. Its 
objective is to distinguish him from 
other individuals and create the figure 
of a particular type and kind of insur- 
ance salesman, the ‘“Equiowan.” 

For a week two daily papers in Kan- 
sas City carried a teaser ad. This was a 
small insertion of white words on black, 
carrying variations of the theme, “What 
Is an Equiowan?” Some of the varia- 
tions: “The Whole Town Is_ Asking 
What Is an Equiowan?” “Did You Ever 
See an Equiowan?” “Ask Your Friend 
What Is an Equiowan?” 

The next week a large advertisement 
appeared giving the first explanation 0 
“What is an Equiowan?” Every other 
week for three months ads of similar 
size and intent, but with narrative 0 
other qualities of the “Equiowan” which 
the company seeks to impress on the 
public mind, will appear. In the back- 
ground is silhouetted a figure of am 
“Equiowan,” a man walking toward the 
reader with brief case in hand. 

Similar campaigns being conducted al 
Mason City, Ia., with its almost entirely 
rural territory, and at Albany, 
which is almost completely urban, 
give the company a test in the east. 
the test campaigns are successful, the 
company will extend them to all the 
territories in which it is represented. 

Results are being checked. On reste 
lar daily report forms of salesmen have 
been stamped “advertising checkup, ‘ 
red, and this the salesman is require 
to check in connection with each ee 
called on. “Prospect never heard of 
company. Prospect heard of compan! 
but didn’t see advertisements. Prom 
saw advertisement and was favorably 
impressed. Prospect saw advertisemen 
and was unfavorably impressed. 
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~ SALES MEETINGS 





“Apps” Totaling $150,000 
Presented to T. H. Young 





‘Regional conferences and life insur- 
ance sales schools conducted in various 
states by Yeomen Mutual Life were 
climaxed by the presentation of life in- 
surance applications totaling $150,000 as 
, birthday tribute to T. H. Young, 
superintendent of agents. The presen- 
tation was made by President A. H. 
Hoffman and B. F. Provol, Chicago 
veneral agent, at a dinner in Des 
Moines, with 67 field men and com- 
pany officials from Iowa, Illinois, Min- 
nesota and other middle western states 
in attendance. Agents’ awards in the 
form of distribution of $683 in newly 
coined silver dollars were made. Speak- 
ers, in addition to President Hoffman 
and Mr. Provol, were George Wall, 
secretary; Dr. E. B. Mountain, medical 
director; Arthur W. Larsen, actuary; 
Preston H. Luin, agency manager, Des 
Moines; W. A. Hinshaw, special agent, 
and Mr. Young. 





Metropolitan’s Utah Meeting 


The Metropolitan Life’s $100,000 Club 
held a regional convention in Salt Lake 
City. It was conducted by San Fran- 
cisco officials of the company: John H. 
Almy, supervisor of agencies for the Pa- 
cific Coast; Dr. W. P. Shepherd, as- 
sistant secretary welfare program; D. 
B. Beardslee, manager of publication di- 
vision; A. T. Boewe, sales promotion 
division; George Quinzer and Frank 
Sealey, agency supervisors. 





To Hold Iowa State Meet 


The Bankers Life of Nebraska will 
hold a state meeting in Marshalltown, 
la, May 24, with President H. S. Wil- 
son as speaker. Starting in 1932 under 
a new plan of operation, the Marshall- 


| town agency, under A. C. Dean as gen- 
| eral agent, was first of new-agencies in | 


Towa. 





Great-West Bermuda Cruise 


Climaxing a 15-month drive for 
qualification, agents of the Great-West 
Life sailed from New York for a five- 
day convention cruise, three days of 
which were to be spent in Bermuda. 

_ Representing the company’s branches 
irom the Pacific Coast to the Atlantic 


/ in Canada, and in Michigan, Illinois, 


Minnesota and North Dakota, the con- 
vention party numbered almost 170. 
Max Seigler, Montreal agent, was the 
company’s leader. The Winnipeg branch 
had the largest representation. The St. 
Paul agency was represented by every 


Great- West man under contract in that 
ity. 





Club Meets at Richmond 


rhe Bradford Walker Club of the 
le of Virginia, constituting leading 


i ey agents from 14 states and the 
istrict of Columbia, held a two-day 


Hayeation in Richmond. Charles C. 
ail, manager home office agency, was 


| awarded the Walker trophy as head of 


the winning agency. James E. Wood- 
baci «ice-President, presided at the 
ae sessions. Among the speakers 

Ss Dr. Hubert Greaves, professor of 


| bublic speaking at Yale University, and 


harles C, Gilman, general agent at 


) Boston for the National Life, Vt. Pres- 


ident Walker was toastmaster at the 
‘anquet. Club members visited Wil- 


lamsburg and vie 
restoration, wed the Rockefeller 


Chapman Enthusiastic 


Pied | Knapman, assiStant director of 
can . Northwestern Mutual Life, at 
pth ¢ting of the St. Louis agency, was 
hak foo niaatic about the future out- 
Pd ife insurance generally. The 

western Mutual Life has recorded 





an 8.6 percent increase in new business 
since Jan. 1. The St. Louis agency un- 
der General Agent Clarence H. Poin- 
dexter made a gain of 12.43 percent the 
first quarter. To April 22 the local 
agency had exceeded its April quota in 
volume by 17 percent and at the same 
time had attained the number of new 
applications fixed for the entire month. 


Richmond Agency in Rally 


The annual sales rally of the Rich- 
mond, Va., agency of the Shenandoah 
Life was held with President E. Lee 
Trinkle and other officials making ad- 
dresses. Manager V. B. Travisz reported 
business of the agency was running well 
ahead of last year. 





Guaranty Life Has Rally 


About 30 agents and general agents 
of the Guaranty Life of lowa from Ok- 
lahoma, Missouri, Kansas and Iowa 
gathered at Excelsior Springs, Mo., for 
an educational conference. The princi- 
pal speakers were O. Sam Cummings, 
Texas general agent of the Kansas City 
Life, Dix Teachenor, sensational pro- 
ducer for the Kansas City Life in the 
home office city, and J. H. Jamison of 
the Sales Research Bureau. Company 
officers attending were President L. J. 
Dougherty, Actuary J. L. Kavanagh and 
Agency Secretary J. L. Gillstrap. 


INDUSTRIAL 


Chicago Sales Clinic Is Held 


Metropolitan Life Gives Novel Demon- 
stration of “How the Industrial 
Agent Writes Ordinary” 




















“How the Industrial Agent Writes 
Ordinary” was illustrated in an unusual 
demonstration, conducted by agents of 
the Metropolitan Life at Chicago, in the 
fourth of a series of business-getter sales 
clinics sponsored by the Chicago Asso- 
ciation of Life Underwriters this week. 
The presentation was unique and con- 
sisted of visomatic slides, accompanied 
by the actual voices of the demonstra- 
tors. 

Those taking part were Cecil A. Evans 
and Ralph C. Clem, agency sales super- 
visors, New York; and Warren Marsh, 
agent West Suburban Agency at La 
Grange, Ill. John D. Moynahan, man- 
ager at La Grange, presided. 


Steps in Sales Given 


The first part of the clinic, presented 
by Mr. Evans and Mr. Ciem, illustrated 
technique in the steps constituting every 
sale; prospecting, approach, interview, 
answering objections and the close. The 
dialogue was timed to coincide with the 
slides on the screen so that each step 
could be visualized in detail. 

They showed how the interview was 
handled and arguments employed by 
agents in answering the usual objections 
heard today: “I would like to think it 
over.” “I would like to talk it over with 
my wife.” “I can’t afford it.” “I pre- 
fer some other type of investment.” “I 
have had a recent salary cut.” “I have 
insurance now.” The talk was then 
broken down into component parts, and 
by continuing the dialogue Mr. Clem 
and Mr. Evans showed in detail how 
technique could be varied to fit every sit- 
uation and how the desired effect was 
achieved. 


Illustrates Prospecting 


Mr. Marsh showed how the agent uses 
his industrial policyholders as centers of 
influence for securing ordinary pros- 
pects. Accompanied by illustrations on 
the screen, Mr. Marsh showed how, by 
talking with the housewife, he gets ac- 
quainted with new familes in using wel- 
fare literature and how he then develops 





the interview to secure necessary infor- 


mation regarding the age, occupation and 
amount of present insurance of the fam- 
ily head. He then developed his indus- 
trial lead into a later interview for or- 
dinary. 


Berkshire Anniversary Month 


The Berkshire Life will celebrate 
May as its 85th anniversary month with 
a new business contest. Starting off the 
celebration April 30, home office offi- 
cials, over a telephone hookup, ad- 
dressed 10 regional gatherings. The 
field force has been divided into four 
divisions under the leadership of cap- 
tains and inter-agency teams will strive 





for leadership in their respective divi- | 


sions. Home office officials will be ac- 
tively engaged in the celebration. May 
15, Charter Day, and Life Insurance 
Week will be the high points of the 
month, 


Stone in Los Angeles 

Jason E. Stone, Pacific Coast super- 
visor for the State Mutual Life of Mas- 
sachusetts, visited Roy Ray Roberts 
agency in Los Angeles. He conducted 
an all-day sales conference covering dis- 
cussion on “Building a Career with the 
State Mutual Life.” An agency lunch- 
eon-meeting was held. The entire south- 
ern California field force attended. 
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Responsibilities of Agents to 
General Agent Are Outlined 





There are at least seven things which 
a general agent has a right to expect of 
his agents, F. H. Davis, vice-president 
Penn Mutual, set forth in a paper de- 
livered for him at the Illinois sales 
congress, Springfield, by E. Paul Hut- 
tinger, agency secretary and director of 
education, due to the fact Mr. Davis was 
unable to attend. 

The agency arrangement is a recip- 
rocal one. If the general agent assumes 
his share of responsibility by giving ade- 
quate opportunity and equipment for 
successful selling through careful selec- 
tion, training and supervision, the paper 
stated, the general agent may then 
expect: 


Views Agents’ Duties 
In the Modern Office 


“If he is bending his efforts toward 
eliminating the unfit agent from his or- 
ganization, through better selection and 
careful weeding out of undesirable ele- 
ments, he has the right to expect the 
same conscientious effort on the part 
of the agents who remain, as any em- 
ployer expects on the part of those to 
whom he entrusts the success of his 
business. 

“Tf he has presented the correct picture 
of the business to the agent, he has a 
right to expect wholehearted cooperation 
from the agent in following through on 
the agency program. We have pretty 
well discarded the idea that the beginner 
in the field of life insurance selling is his 
own ‘boss,’ for we know that the cards 
are stacked against the agent who is not 
willing to adopt the methods which ex- 
perience has proved to be those which 
make for success. 


Study and Perfection 
Of Technique Needed 


“Tf a general agent has provided ade- 
quate training equipment he has a right 
to expect a realization on the part of his 
agents that improved results are usually 
founded on increased knowledge, or a 
more perfect technique, and likewise he 
has the right to expect that they will 
put this knowledge into practice. 

“In carrying through his agency pro- 
gram—whether this program involves 
meetings, contests, reports, or other 
types of cooperation from his agents, 
the general agent has a right to expect 
their enthusiastic support. In actual 
practice, among the agents who maintain 
a cooperative attitude are usually to be 
found the most competent underwriters. 
Nothing is more detrimental to the 
agent’s own ability to close cases than 
to get in the habit of taking a negative 
attitude toward everything which he 
hasn’t originated himself. Successful life 
insurance selling, however, is done by 
people with a positive attitude and, be- 
cause of its effects on success, the gen- 
eral agent is justified in expecting this 
attitude on the part of his men. 


Enthusiastic Cooperation 
Is Another Requisite 


“The general agent, in my opinion, is 
entitled to expect full and enthusiastic 
cooperation from agents not only in 
bringing into the agency new men of the 
right kind, but .in helping these new 
men along the road to success. This 
does not imply for one minute that the 
general agent has any right to put the 
responsibility for recruiting and training 
on his commissioned men. It merely 
means that he should expect the full and 








complete cooperation of his agents in 
trying to build a successful organization 
of the highest type of personnel, for the 
calibre of the entire organization is bound 
to have its effect on the individual 
agent’s sales opportunities. 

“Since, under present conditions, the 
creative life insurance salesman must, of 
necessity, be a financial adviser to his 
clients, the general agent is justified in 
expecting him to follow ordinary busi- 
ness principles in managing his own 
finances. If a life insurance salesman’s 
financial reputation isn’t first class in his 
Own community, he can scarcely expect 
the successful business men in that com- 
munity to take very seriously the finan- 
cial advice that he gives. 


Loyalty to Leadership 
Is Factor to Be Earned 


“Assuming that a general agent is 
competent, alert, and helpful, he has 
every right to expect the loyalty of his 
agents to his leadership. Loyalty, how- 
ever, is not something which a general 
agent can demand. Loyalty must be 
earned and it can be earned only when 
all agency activities are directed toward 
serving the best interests of the mem- 
bers of the agency.” 

The speaker made the point that life 
insurance is sold, not bought. It is a 
job of creative selling and therefore all 
home office sales promotion plans, adver- 
tising programs and field help should be 
drafted with this idea in mind; their 
value can be measured only by the way 
in which they contribute toward the job 
of selling which the general agents and 
agents are trying to do. It is essential 
that the principles of the agency prac- 
tices agreement adopted by the Life 
Agency Officers Association be followed 
if agents are to have adequate oppor- 
tunity of making a success of life insur- 
ance selling. 

Mr. Davis said the point is being ap- 
proached under the agency practices 
agreement where agents whose work 
fails to measure up to certain well de- 
fined standards are going to be dropped. 


Testimonial for E. W. Allen 


Members of N. Y. Managers Body and 
New England Mutual Officials 


Honor Four-Term President 











NEW YORK, April 30—Members of 
the New York City Life Managers As- 
sociation turned out in force to honor 
their past president, E. W. Allen, at a 
testimonial dinner. Mr. Allen, who is 
general agent of the New England Mu- 
tual Life, was president for four years. 


| Harry Gardiner, the new president, on 


behalf of the association presented to 
Mr. Allen a gold watch on the back of 
which was engraved an expression of the 
organization’s appreciation. 

President G. W. Smith of the New 
England Mutual, Vice-presidents J. A. 
Barbey and G. L. Hunt and Vice-presi- 
dent and Secretary F. T. Partridge were 
guests, as was Superintendent L. ; 
Pink of the New York department, an 
old friend of Mr. Allen. Mr. Pink spoke 
briefly, recalling his many years of 
friendship with Mr. Allen. 

Mr. Smith reviewed the record of life 
insurance through the depression. Turn- 
ing to the outlook for-the future he said: 
“The charts indicate that the depres- 








sion years are largely behind us, and 
that we are now in a post-depression pe- 
riod of low interest rates and vast sums 
of uninvested money. This makes the 
problem of the life insurance executives 
doubly hard, for the interest on reserves 
must be maintained and security of prin- 
cipal must be guarded. But we are on 
the upward trend, and we know that the 
stability of life insurance, even under the 
onslaughts of the past few years, is un- 
challenged. The institution of life insur- 
ance will endure, and the protection it 
affords will continue to grow in popular 
favor. Life insurance week this year will 
again bring to the attention of thinking 
men the value of this protection. 


Life Insurance Well Tested 


“Life insurance has made a wonderful 
record which is widely recognized by the 
public. It has been tested by inflation 
and deflation. Life underwriting is an 
honorable business, and every represent- 
ative in home office and field can feel 
proud of his connection with it. 

“The security of the home will never 
be brought about through the promise 
of present or future government bene- 
fits, for they will take away self-reliance 
and the desire to create by one’s own 
efforts. By emphasizing saving as 
against injudicious spending, I believe 
that our agency forces can contribute 
constructively to national stability. They 
have an ideal opportunitv to urge policy- 
holders to plan for their own future in- 
dependence, rather than to lean on the 
government. 

“And so I say that the greatest coop- 
eration that can be given by life insur- 
ance companies to the field and to our 
63,000,000 policy holders is to assure the 
safety and permanence of the institu- 
tion.” 


Tells of Group Rehearsals 


F. H. Haviland of Chicago Addresses 
Cincinnati General Agents & 


Managers Division 











The problem of building an agency 
force in its essence, F. H. Haviland, Chi- 
cago manager Connecticut General Life, 
told the general agents and managers 
division at Cincinnati, is a matter of 
going out and getting one good man, 
then getting another one, and repeating 
the process. Mr. Haviland talked on 
“Agency Building,” telling especially of 
the presentation rehearsals which are 
routine in his agency. 

The agents are divided in groups, de- 
pending upon their background, ability, 
length of time in the office, etc., groups 
being limited to 10. Each agent is re- 
quired to participate. 

Memorized approaches are given and 
also sales presentations based on infor- 
mation developed in an interview with an 
actual prospect. A skeleton presenta- 
tion is given the agent, which he fills 
in to fit the individual case. Agents are 
permitted to deviate only slightly from 
the prepared talks, which are carefully 
phrased. This procedure has been one 
of the prime factors in developing the 
agency to one of outstanding importance 
in Chicago and one of the most effective 
and successful agencies in the country. 





Competition That Hurts Is 
Coming from Luxury Lines 





W. F. Hanselman, Union Central Life 
superintendent of agents, spoke to the 
San Antonio Life Managers Club on 
“Competition.” There are two kinds of 
competition, the kind which insurance 
agents and companies create between 
themselves and the competition which 
results from the desire to gratify a wish 
for an article which is in the nature of 
a luxury, said Mr. Hanselmann. Com- 
petition properly controlled is construc- 
tive and makes for the sale of a greater 
volume of life insurance with the various 
forms of service it offers as the objec- 
tive of the buyer. A company entering 
a highly competitive territory receives a 
satisfactory volume of business as a ‘re- 
sult of the fact that people have been 








ee, 


Schoch Is President of 
Detroit Managers Group 








H. K. SCHOCH 


DETROIT, April 30.—H. K. Schoch, 
general agent Aetna Life, was elected 
president of the Associated Life General 
Agents & Managers of Detroit at the 
first meeting of the newly elected board 
of directors. He succeeds Guy A. Reem, 
general agent State Mutual. 

F. A. Smart, Equitable of Iowa, who 
served last year as secretary-ireasurer, 
was elected vice-president; Seth Ryan, 
Penn Mutual, secretary-treasurer, and 
H. B. Thompson, reelected secretary- 
counsel. ; 

Plans for a management congress in 
mid-summer for general agents through- 
out the state were discussed. 








made peculiarly conscious of the value 
of life insurance and its services. 

There is a definite upward trend in 
business and people are tending to in- 
vest in stocks, buy new cars, new furs, 
and other goods which are essentially 
luxuries. Because of this _ situation 
agents have a real selling job and thus 
it is their duty to present life insurance 
in such an attractive way that people 
will protect themselves and their loved 
ones as they should. 

O. R. Eby presented the needs for co- 
operation in the “Save a Life Cam- 
paign.” 


Beers Tells Agency Methcds 
at Chicago Managers Meet 








“Building from scratch in a period of 
depression” was the subject of a talk 
by W. H. Beers, general agent New 
England Mutual Life in New York City, 
before the general agents and managers 
division Chicago Association of Life 
Underwriters. Mr. Beers described the 
methods employed in his agency and the 
changes that had to be made to adapt 
the selling program to conditions during 
the past few years. 

No man is accepted in his agency ur 
less he has a successful record in his 
former occupation, is able to finance 
himself, has sufficient intelligence and 
emotional stability. Last year, Mt 
Beers’ organization of 40 men paid tof 
$16,000,000 of new business. His met 
are largely college graduates, a substan- 
tial portion having been engineers. He 
puts them through a three weeks schoo 
and also conducts a special sales course 
for advanced men. 

W. M. Houze, Chicago general agent 
John Hancock Mutual Life and chait- 
man Chicago campaign for Life Insur 
ance Week, told of plans being ~ 
for the observance May 11-16 and 0 
scribed advertising and publicity mate 
rial being prepared for agencies. 

To increase sales efficiency write 


“Buying Time.” It’s free. Diamon¢ 
Bulletins, 420 E. 4th St., Cincinnatl. 
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REEDER ELECTED ACTUARIES’ HEAD 


H.C. Reeder, actuary of the Country 
Life, was elected president of the Chi- 
ago Actuarial Club at the annual meet- 
ing. He has been vice-president. and 
gicceeds R. M. Brown, actuary Conti- 
gental Assurance. I. L. Grimes, secre- 
tary-actuary Mutual Trust Life, is the 
new vice-president. J. A. Roberts, 
Continental Assurance, was reelected 
secretary, having served five years in 
tht post. Mr. Grimes is program 
chairman for the succeeding year, and 
W. O. Morris, secretary-actuary North 
American Life, is membership chair- 
man, Interesting discussions on insur- 
able interest and problems in connection 
with industrial insurance featured the 
meeting, these being led, respectively, by 
H. J. Hornberger, Great Northern Life, 
and R. A. McIver, Washington Na- 
tional. Mr. Hornberger discussed quali- 
fcations of a beneficiary and gave a 
number of illustrations of court deci- 
sons on the various points involved. 
Mr. McIver analyzed the makeup of in- 
dustrial insurance and told how it is 
handled from the actuaries’ viewpoint. 

































Schoch, = 
elected SEMAN WITH KEMPER OFFICE 
General H. G. Seman, who was formerly in 
at the charge of the Chicago office of the 
d board Illinois insurance department, has joined 
. Reem, the James S. Kemper & Co. organiza- 
tion in that city as a solicitor. He will 
va, who represent the various Kemper com- 
easurer, : 
i panies. pera 
A BUILDS ANNUITY BUSINESS 
W. M. Seitz, Chicago manager of the 
ress in Kansas City Life, is having an excellent 
1rough- experience with his agents writing an- 
nuities and endowments. The Kansas 
City Life has only made one boost in 
ae its annuity rates and therefore its return 
> value on retirement annuities is very excellent. 
Its rates on endowment policies are 
end in lower than most companies. While the 
to ine jm Kansas City Life is making no drive for 
v furs, annuities, in some of the cities the men 
ntially are taking advantage of its situation. 
tuation * * * 
4 thas STOCK QUOTATIONS 
urance H. W. McKinney of G. L. Ohrstrom 
people & Co., Board of Trade building, Chi- 
loved cago, gives the following quotations on 
| the stock of life companies: 
or cO- i i 
rho Aetna Lite ..... — — Bid Asked 


Cent. States Life 5 cee 2 3 
ds Colonial Life ...100 10.00 243 260 

Columbian Nat..100 4.00 90 100 
Vleet Conn. Gen. Life. 10 -80 48 50 

Cont. Am. Life.. 10 1.20 30 35 


od Farm. & Traders.100 10.00 185 215 
._talk Red. Lite, Chgo. 10 5 6-10 
, fad Life -....- 4 -40 
New Great Nor. Life. 10 hye an 4 
City, Great South. Life 10 2.50 35% 37% 
agers Life of Va...... 20 3.00 90 105 
ii Lincoln Nat. ... 10 1.20 30 32 
ife New World .... 10 -40 7% 8% 
d the Northw. Natl. .. 5 eas 13% 14% 
dthe MB North Amer. ... 2 wee 3% 4% 
dens Ohio National .. 10 1.00 22 25 
adap | Ohio State Life.100 10.00 225 ee 
uring fF Old Line Life... 10 60 14% 16 
Pacific Mutual .. 1 aes 16% 17% 
- o Philadelphia Life 10 as 3% 4% 
y ul: Provident Life.. 10 -80 12 os 
1 his Rockford Life .. 10 ae 4 8 
ance = Louis M, Life 10 ets 7 ne 
and 0 Life Sedwcaterd 100 aad 500 520 
Mr u BYCLOrS weak 100 16.00 585 595 
MI. hion Central .. 20 1.20 35 45 
| for Wisconsin Natl.. 10 50 14% 16 
men ee 
tat DeCelles’ Group Ruling 
e a fa (ee 
BOSTON, April 30.—Commissioner 
hoo DeCelles i 
aa “elles has ordered that companies 
writing group life policies must pro- 


vide for an extension of insurance pro- 


ent : 

am tection to an employe for at least 31 
ool ays atter termination of employment, 
ww So that he may have opportunity to 


a, eg himself with a personal policy’ 

ate- vided ; interim, the age limits as pro- 
: €d in the group policy to prevail with 
€spect to the new individual policy. 

for Pa plan is understood to follow 

uife Closely similar action taken by the New 
ork department. 














Bokum & Dingle Again 


Offer Brokerage Service 











M. L. NOVITT 


The Bokum & Dingle agency of the 
Massachusetts Mutual Life at Chicago 
announces that it is again making an 
active bid for brokerage business. M. L. 
Novitt, who has had considerable prac- 
tical as well as theoretical experience 
in selling and sales psychology, has 
joined the agency as head of the broker- 
age department. Several years ago the 
Bokum & Dingle agency was a big 
factor in the brokerage field and main- 
tained an office in the Insurance Ex- 
change building. In recent years, how- 
ever, the agency has been contented 
merely with what business came its 
way. Now a special service for brok- 
ers is to be provided. 

Mr. Novitt recently has been sales 
instructor for Straus & Schramm in 
their electro-hygiene department at 
Chicago. Previously he was an in- 
structor in sales psychology at the north 
side Y. M. C. A. in Chicago. At one 
time he was advertising manager for 
the Johnson Publishing Company of 
Chicago, which has a group of com- 
munity papers. 


Yeomen Mutual K. C. Meeting 


Approximately 50 agents from Mis- 
souri and Kansas attended the regional 
agency conference of the Yeomen Mu- 
tual Life in Kansas City. From the 
home office were G. F. Wail, secretary; 
T. H. Young, superintendent of agents; 
Dr. E. B. Mountain, medical director, 
and A. W. Larsen, actuary. T. D. Van 
Osdell, general agent there, was host. 


Little Rock Offices to Move 


The Gordon H. Campbell agency of 
the Aetna Life and Campbell, Mallory 
& Throgmorton, general agents of the 
Aetna Casualty, have leased two floors 
of the Wallace building, Little Rock, 
Ark., and expect to occupy the new 
quarters June 1. 

Also domiciled in the new offices will 
be the Arkansas division of the claim 
department of the Aetna companies and 
representatives of the engineering and 
inspection departments. F. L. Mallory 
and Omar Throgmorton are partners 
with Mr. Campbell in the casualty gen- 


_eral agency. 


F. T. Van Hook, formerly manager of 
the Home Security Life at Hickory, 
N. C., has been made manager at Golds- 
boro, N. C. W. N. Nordan is placed in 
charge of the Hickory office. He has 
been an agent there for some time. 


Read “Why Not Try It” by Thierbach. 
$2. Order from National Underwriter. 


Plus 50% 


@ During the first quarter of 1936 


Agents of National Guardian Life 


wrote 50% more new business than 


in a corresponding period for 1935 
—and 1935 was 38% ahead of 
1934. @ These Agents operate 


under the 


Square 


Dei § CONtract—a con- 


tract giving equal opportunity to 


each agent. 





Agency Openings in Ohio, 
Iowa, Minnesota and 
Wisconsin. 
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LIFE AGENCY CHANGES 


ae 





Wigginton Agency Manager 





Bankers Life of Des Moines Announces 
the New Arrangement for Its 
Pittsburgh Office 





Frank C. Wigginton of Pittsburgh has 
been named agency manager in charge 
of the Pittsburgh agency of the Bankers 
Life of Iowa, succeeding Paul Root, 
who has been granted a six months’ 
leave of absence because of ill health 
and who has resigned. Mr. Wigginton 





FRANK C, WIGGINTON 


joins the Bankers Life after a long ca- 
reer in life insurance, the past five years 
of which he spent as manager for west- 
ern Pennsylvania of the State Mutual 
Life. Prior to that he was with the 
Aetna Life as a salesman and supervisor 
in its Colorado agency and later as as- 
sistant general agent in the Chicago 
cffice. 

Mr. Wigginton served on the board of 
directors of the Pittsburgh Life Under- 
writers Association and is this year 
chairman of Life Insurance Week activ- 
ities in Pittsburgh. 

He is a C. L. U. and a past president 
of the Pittsburgh chapter. 





Provident L. & A. Appointments 


The Provident Life & Accident has 
appointed Paul Sawrie general agent at 
Memphis, Tenn., and Harry B. Elliott 
general agent at Winston-Salem, N. C. 
Mr. Sawrie has had experience in the 
life insurance business, both as personal 
producer and agency organizer. He 
was educated at Sewanee College where 
he was an outstanding athlete, and 
after graduation joined the New York 
Life, remaining in that connection until 
the world war, when he entered the 
army. For the last four years he has 
been general agent of the Aetna Life in 
Memphis. His new headquarters will 
be in the First National Bank building 
in that city. 

Mr. Elliott has had many years of 
managerial experience, entering the 
business at Charlotte, N. C., and later 
being transferred to Spartanburg, S. C. 
For the past two years he has been 
located in Winston-Salem. Mr. Elliott’s 
brother-in-law, Robert A. Gordon, is a 
special group representative. 


Get Capitol Life at Seattle 


Bell & Parker, Seattle, have been 
named general agents of the Capitol 
Life of Denver. 





Gordon Nebraska Manager 


Edward M. Gordon, until recently of 
Chicago, has been named manager of 
the Hercules Life and the Allstate for 
He formerly lived in Omaha 


Nebraska. 





but has resided in Chicago for ten 


years, 





Old Line Life Appointments 


The Old Line Life of America, Mil- 
waukee, has appointed O. O. Borst gen- 
eral agent for Lansing, Mich. He was 
formerly with the Bankers Life and 
more recently with the Mutual Trust. 

. A. Wasche is appointed general 
agent at Bluffton, Minn. He formerly 
represented the Great-West Life. 


Peck Succeeds T. F. Lawrence 


William C. Peck has been appointed 
Illinois manager of the Reliance Life, 
with headquarters at Chicago, to suc- 
ceed *, Lawrence. Mr. Peck 1s 
expected to take up his new duties on 
May 4. 








Beaton with Continental 


Matthew Beaton has been appointed 
district agent of the Continental As- 
surance at Monterey, Cal. He formerly 
occupied a similar position with the 
Columbian Nation Life. 


Sharp Associate General Agent 


The Ohio State Life has appointed 
Waldo M. Sharp of Dayton, O., asso- 
ciate general agent there. He will work 
with Harvey, Dayton general 
agent. 


Mutual Life Nebraska Rally 


The Mutual Life of New York held 
a district meeting at Holdrege, Neb., 
for managers and agents from Hastings, 
Kearney, Republican City, Minden and 
Holdrege. Walter E. Rigg of Omaha, 
state manager, was host. Assisting him 
was H. F. Hanson, manager of agen- 
cies from the Omaha state office. Grant 
O. Q. Johnson of Hastings was toast- 
master at the banquet. 


Agricultural Life Control Shifted 


BAY CITY, MICH., April 30.—S. A. 
Lambert, president of the Agricultural 
Life, revealed here this week that con- 
trol of that company has been acquired 
by a group of Cleveland financiers and 
Mr. Lambert. The Cleveland interests, 
he said, are headed by the Hickox Fi- 
nance Corporation. 

The block of stock, amounting to 70 
percent of the outstanding shares of the 
company, was obtained from the Fire 
Insurance Company of Chicago. 

. F. Curtz, vice-president of the 
Cleveland concern, will become a direc- 
tor ot the Agricultural, Mr. Lampert 
said, but otherwise no executive per- 
sonnel changes are planned. 

The Agricultural Life was located 
here for a number of years but moved 
its headquarters to Detroit a few years 
ago. 


Oppose Any Taxation 


LONGVIEW, WASH., April 30— 
Opposition to any form of taxation of 
insurance company’s funds or benefit 
payments was voiced at the annual con- 
vention of District 1 of the Woodmen 
of the World. J. F. Hoyt, Tacoma, presv 
dent Washington State Fraternal Con- 
gress, stated the organization includes 
all fraternals operating in the state. 


Florida Congress Meets 


The annual meeting of the Florida 
Fraternal Congress was held Thursday 
of this week at Tampa. 


Hartman Joins U. S. Life 


The United States Life has appointed 
Don Lee Hartman, recently with the 
Occidental Life’s agency department, as 
superintendent of agencies. Mr. Hart- 
man, who is 37, has been in the life 
insurance business since his graduation 
in 1921 from Wesleyan. For 14 years 
he was with the Connecticut General. 








first as home office supervisor of grou 
sales and later as group manager fe 
the New York metropolitan distric, 
The U. S. Life’s sales are showing q 
pronounced uptrend, to which Mr 
Hartman’s appointment is expected to 
give added impetus. 












PERSONALS | 
——— 
Miss Chlo Peterson, director of pub- 
licity Business Men’s Assurance, acted 
as director of the Kansas City Advyer. 
tising Club’s play, “Let’s Scrap It” 
She not only cast the various roles and 
directed it, but plays a part. The piay 
has been given two or three times there 
and will be given again. The Des 
Moines Advertising Club has invited the 
players to present the play there May 
26, with all expenses paid. 


—_- 














Frank Finch, chief underwriter of the 
United Benefit Life, Omaha, was mar- 
ried at Kansas City to Miss Constance 
Campbell. 


—_— 


C. F. Maetschke, manager of the or- 
dinary department of the Prudential for 
Indiana, was pleasantly surprised Mon- 
day when his associates in the office 
placed 21 roses on his desk in celebra- 
tion of his 21st anniversary in that post. 


Read the Accident & Health Review, 
sample copy 10c. A1946 Insurance Ex- 
change, Chicago. 





Harris and Chandler Are 
Advanced by the Sun Life 








GEORGE H. HARRIS 


Arthur B. Wood, president of the 
Sun Life of Canada, announces the ap- 
pointment of George H. Harris as pub- 
lic relations officer and J. E. Chandler 
as publicity officer in charge of adver- 
tising and publicity. 

Mr. Harris hitherto has been supéf- 
intendent of field services. His posi- 
tion is designed to broaden the scope of 
the Sun Lfe’s services to the public, to 
promote its interests and relationships 
with the various organizations with 
which it is connected, and to foster the 
spirit of goodwill which has always €x- 
isted between the several branches of 
its organization. . 

The new arrangement will make it 
possible for Mr. Harris substantially to 
extend the public work which has made 
growing demands upon him in the past. 

Mr. Chandler, formerly as journalist, 
and for many years as officer in charge 
of the Sun Life press bureau, has spe 
cial qualifications for the duties {0 
which he is now called. In his new de- 
partment he will coordinate the various 
divisions of advertising and _ publicity. 
His work will be closely associated with 
the welfare of the field organization. 
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Oklahoma F raternal Board, Reorgan- 
ized by Governor, Votes to Oust 
24 Societies 





OKLAHOMA CITY, April 30—By 
subjecting the state fraternal insurance 
yard to its second shakeup in three 
months, Governor Marland blocked re- 
newal of license of 24 fraternals and 
prought into the open a_ controversy 
with Commissioner Read, who had voted 
for renewal of the licenses at a meeting 
last week when the board voted renewal. 
Governor Marland removed Chairman 
0, L. Welch and W. R. Welch of Guth- 
re and appointed J. D. Anderson and 
Mrs. Lizzie West of Chickasha, who 
joined a holdover member in voting 
against renewal. 

“T yoted with the ousted members to 
license the fraternal companies, and I 
will continue to vote to permit them to 
operate in 1936,” Commissioner Read 
said. The effect of the governor’s ac- 
tion, he said, will be to bar the 24 so- 
cieties from writing new business in 
Oklahoma, but policies in force will not 
be affected. The action is tied in with 
the state’s suits for premium tax. The 
new board revoked all licenses issued to 
fraternals by the former board, giving 
them until May 12 to file reasons why 
they should be licensed. 


Background of Trouble 
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Several weeks ago Governor Marland 
dismissed the entire board except Mr. 
Read, who is secretary. April 21, the 
board voted to grant the licenses pend- 
ing outcome of the tax suits. This ac- 
tion was taken by a vote of three to 
two, with Mr. Read, O. L. Welch and 
W. R. Welch favoring and Austin 
Gavin, Tulsa, and Clem Morah, Musko- 
gee, opposing. Governor Marland made 
it clear the ouster was for the purpose 
of placing on the board members who 
would vote to deny the licenses. He 
claimed he was acting for the good of 
the state, and that the attorney-general 
advised against granting the licenses. 

Ive cases instituted by the state for 
collection of the tax have been decided 
in district court in favor of the state. 

_ The societies affected may seek to en- 
join the board’s action in revoking 
licenses. 





Degree of Honor Gathering 


The Missouri convention of the De- 
gree of Honor Protective was held at 
St. Louis. Dr. J. G. Christy, speaker 
Missouri house, was principal speaker at 
the banquet. Mrs. Frances Buell Olson, 
St. Paul, national president, and Mrs. 
Shelly Sanderson, Texarkana, Ark., na- 
tional field director, were among speak- 
ets. Business sessions were held the 
a first day with Mrs. Nettie B. McKay of 
pu DeSoto, state president, presiding. In 
the evening there was a demonstration 





dver- by juvenile clubs of St. Louis and De- 
0. 

uper- cman cre eee 

a Law Forbids Sick Benefits 

c, to While Section 4 of the new Illinois 

ships fp Maternal act does not permit societies to 
with § °Nduct a sick benefit department, either 
the through the home office or local lodges, 

pe po wording of Section 9 possibly is 

ee toad enough so that it could be inter- 


preted to permit continuance of sick 
=" benefits until Section 4 is amended, 
: President D. T. Winder of the Illinois 
‘ ‘raternal Congress states in a bulle- 





de Ms 

rr} ba Societies conducting sick benefits 
fist, veh either home office or local 
rge Odges are requested to inform the con- 
“ 8tess secretary. Mr. Winder stated the 
— new law will be subject to various inter- 
de. pretations, since court decisions, attor- 
wee €y-general opinions and department 
ou rulings are lacking. 

‘ity. 

vith To increase sales efficiency write for 


“Buying Time.” It’s free. Dj i 
n . is amond Life 
Bulletins, 420 E. 4th St., Cincinnati. ’ 











President Hadley of the Protected Home 
Circle Gives Facts as to Its 
Building Fire 





Supreme President S. H. Hadley of 
the Protected Home Circle, the home of- 
fice of which in Sharon, Pa., was re- 
cently destroyed by fire, announces that 
the order will rebuild at once. The new 
home, he states, will be more commo- 
dious and modern. Temporarily offices 
are in the Willsonia building, which for- 
merly housed the Sharon “Herald.” Mr. 
Hadley announced that all important 
records are intact in the steel vault, 
which did not crash from. its place on 
the second floor. All securities were in 
the vaults of the McDowell National 
Bank. The mailing list of the member- 
ship was maintained at the Sharon “Her- 
ald.” All stationery and office forms 
were destroyed and work is going ahead 
to replenish this material. 

President Hadley makes the follow- 
ing statement: 

“The home office of the Protected 
Home Circle was totally destroyed by 
fire in the worst fire in the history of 
Sharon. In addition two adjoining busi- 
ness blocks were levelled by the flames. 
The loss, as reported in the newspapers, 
of $650,000 was considerably over-esti- 
mated as the home office building was 
carried at a value of $81,896, which was 
fully covered by insurance. 

“After the spread of the fire had been 
stopped, requiring the heavy equipment 
from the neighboring city of Youngs- 
town, Ohio, we called a meeting of the 
directors and officers of the home office 
at President Hadley’s house at 4:30 
a. m. at which preliminary plans for the 
operation of the society were made and 
the next morning temporary quarters 
were established and by Wednesday 
several departments were operating al- 
most fully. By Friday about one-half 
of the office force were at work and 
that afternoon the issuance of benefit 
certificates was resumed and about 
$300,000 insurance was completed and 
issued. Considering the fact that the 
certificates had to be printed and the 
office set up without any supplies what- 
ever the office takes a just pride in the 
achievement. 

“On April 28, one week after the fire, 
permanent quarters were secured in the 
Willsonia building and the office began 
to work in full force. On that day the 
fireproof vault and safe cabinets, which 
contained the important records of the 
society, were opened and found to be 
in perfect condition. Preliminary plans 
for the building of a larger and better 
home office were approved and work is 
expected to start as soon as the salvage 
is completed. Plans for the celebration 
by the society of the fiftieth anniversary, 
which was set for July 25, in Sharon 
and the adjoining Buhl farm, are going 
ahead and all members are invited to 
attend.” 





Requires Standard Provisions 





Superintendent Pink of New York Gives 
Societies Until 1939 to Comply 
with Order 





Fraternals by 1939 must adopt cer- 
tificates with prescribed uniform mini- 
mum provisions, Superintendent Pink 
of New York announced. This applies 
to all fraternals operating in the state, 
including domestic. Duplicate copies of 
certificate forms now used are to be 
filed, with applications and other sup- 
plemental forms, the societies to be per- 
mitted to continue using present certifi- 
cates until otherwise notified. 

Superintendent Pink explains that his 
requirements are minimum only and so- 
cieties in their discretion may adopt 
more liberal provisions. Certificates, he 
said, shall provide that if stated volun- 





surance on lives of children. 
must be included a table of maximum 
benefits, coinciding at each age with the 
limits prescribed in New York law, and 
also an aggregate limit clause covering 
any and all certificates or policies in 
force on lives of children as prescribed 
in the department’s announcement of 
1933. 
Gist of Provisions Demanded 


The minimum provisions include at 
least three years minimum limit for fil- 
ing claims and proofs of death, grace 
period 31 days, or one month; suicide 
clause five years; provision covering 
error in age to provide proportionate 
increase in insurance where the age is 
understated and for return of excess 
without interest when overstated; two- 
year incontestable clause; exclusions or 
limitations as to occupation set forth 
fully in certificate; a clause permitting 
reinstatement at any time within three 
years from date of default unless cash 
value has been paid or extension term 
expired, upon satisfactory evidence of 
insurability and payment of contribu- 
tion due with interest. 

Non-forfeiture values must be in- 
cluded in the certificates by companies 
allowing these values or withdrawal 
benefits, showing options available, one 
such benefit being automatic in case of 
member’s failure to elect a_ specific 
benefit within specified time. The basis 
of reserve shall be stated in the certifi- 
cate and surrender charge shall not be 
more than 21% percent of face of policy 
in case of societies granting non-forfei- 
ture values. There must be a provision 
setting forth and describing the partic- 
ular section of the by-laws relating to 
suspension or expulsion, with the state- 
ment that such suspension or expulsion 
shall not affect or reduce non-forfeiture 
values or equities already accrued. 





Canadian Association Meets 


The annual meeting of the Canadian 
Fraternal Association will be held at the 
General Brock Hotel, Niagara Falls, 
Ont., May 19-20. Among speakers on 
the tentative program are G. D. Finlay- 
son, Dominion superintendent, and J. A. 
Paradis, assistant insurance superintend- 
ent of Quebec province. 


To Honor 25-Year Service 


Woodmen of the World, Omaha, will 
pay tribute to its sovereigns who have 
been members of the organization for 
25 years or more, at a Mother’s day 
ceremony, to be held May 10 on the 
grounds of the association’s tubercu- 
losis hospital at San Antonio, Tex. 
President De E. Bradshaw will attend, 
accompanied by Dr. H. B. Kennedy of 
the medical department. Mr. Bradshaw 
will present silver medals as a symbol 
of service. 





Astoria, New York, May 21-22. New 
officers will be elected. The retiring 
president is J. G. Parker, Imperial Life. 
The retiring vice-presidents are M. A. 
Linton, Provident Mutual, and J. F. 
Little, Prudential. 

Four new members of the society’s 
council will be elected to replace those 
whose terms now expire: J. R. Larus, 
J. D. Buchanan, Valentine Howell- and 
H. H. Wolfenden. 

Other business will be: 

1. Discussion of papers presented at 
the previous meeting. 

2. Presentation of new papers. 

3. Informal discussion of topics of 
current interest. The informal discus- 
sion is confidential and is not reported. 


To increase sales efficiency write for 
“Buying Time.” It’s free. Diamond Life 
Bulletins, 420 E. 4th St., Cincinnati. 
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Six Modern Legal 
Reserve Contracts 








Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 

@ Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

a @» 


Write for particulars and 
open territory to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 
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Southern Ad Men Hold Annual Meet 


(CONTINUED FROM PAGE 3) 





An outline of what is to take place 
at the 1936 convention of the Life Ad- 
vertisers Association to be held at Chi- 
cago in November was gven by C. T. 
Steven, advertising and publicity man- 
ager Phoenix Mutual. 

D. Bobb Slattery, assistant vice-presi- 
dent Penn Mutual and _ president 
Life Advertsers Assocation, expressed 
thoughts on merchandising. Agents, he 
said, are really dealers, and the real 
job of the advertising man is to get the 
agent to use:the material turned out by 
the advertising department. 

Mr. Slattery said that direct mail 
work is one of the great stimulators and 
encouragers of agents today. He 
showed how mail activities can be made 
to dovetail into daily work of the agent, 
and cited several instances of how the 
advertising manager can “sell” the 
agent on the value of the advertising 
department’s products. 

Emmett Russell, Jr., Life & Casualty, 
was in charge of the exhibits which 
most of the southern companies had on 
display in Birmingham, and the pro- 
gram was concluded by his announce- 
ment of display awards. 


Hammer Opens Meeting 


The meeting was opened with a few 
words of welcome from Thomas J. 
Hammer, director agency service Pro- 
tective Life, and D. Bobb Slattery, as- 
sistant vice-president Penn Mutual and 
president Life Advertisers Association, 
following which the first speaker, John 
W. Murphy, supervisor ordinary depart- 
ment Life of Virginia, discussed “Giving 
the Agent the Correct View of Our Ad- 
vertising.” 

Mr. Murphy said it is time for the 
proper value to be placed upon life in- 
surance advertising. Company officials 
should know what advertising can ac- 
complish, and then require their adver-' 
tising departments to get definite re- 
sults. The attainable results should be 
measurable. Mr. Murphy told of the 
trends of general advertising and out- 








lined the possibilities of radio and news- 
paper advertising. 

One of Mr. Murphy’s definite convic- 
tions is that any form of advertising in 
which the agent has a financial partici- 
pation is by all odds the best. If the 
agent is paying a share he feels that 
he is working his own plan and cooper- 
ates thoroughly. 

Larry Jacobs, Southland Life, one of the 
seasoned public, relations directors of 
life insurance, discussed the work of his 
department. He said that the primary 
objects of public relations work should 
be to reduce sales resistance, conserve 
business, and to give the public the 
proper conception of life insurance. 

His adience was interested in hearing 
him say that the real value of the South- 
land’s radio broadcasting has been the 
beneficial effect upon the company’s 
agents. The Southland has three pro- 
grams a week, each one announced by a 
home office official. The effect of this 
is that it makes agents feel they are 
really visiting the home office, and in 
this way they are brought closer to it 
and made to feel more enthusiastic about 
the company. 

An explanation of his company’s time 
control plan was given by C. B. Mc- 
Phail, director of public relations Great 
American Life of Texas. Another 
Texan, Sam Hay, Jr., agency secretary 
Great Southern Life, spoke on direct 
mail advertising. He went over, step by 
step, the plan which his company has 
worked out, and which is carried on in 
close cooperation with the agency force. 
He said the details of the plan have been 
perfected, and that the present problem 
of his company and of others with simi- 
lar arrangements is to get the agents 
to make more use of it. 

Arthur Tager, president Advertising 
Corporation of America, spoke on nov- 
elty advertising. 

At the luncheon Monday noon C. C. 
Robinson, editor “Insurance Salesman,” 
spoke on prospecting. Waxing epi- 
grammatic, Editor Robinson said, “Pros- 
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pecting is finding places to go and rea- 
sons for going.” He described a center 
of influence as “a man who wants to 
see you get ahead, and is willing to do 
something about it.” 

A novelty was supplied by Bart 
Leiper, Provident Life & Accident, 
whose topic was “Dramatizing It.” He 
said that showmanship and dramatiza- 
tion are closely related. He demon- 
strated the forcefulness of the dramatic 
presentation by exhibiting examples. 
Skits and playlets, Mr. Leiper said, can 
be made to carry a telling message. The 
dramatizing of advertising he concluded 
is really the humanizing of it. 

C. C. Fleming, Life of Virginia and 
vice-president of the Life Advertisers 
Association, commented on company 
magazines. He compared various styles 
of type and material. Mr. Fleming is 
widely recognized as an authority on 
typography, layout and paper stock and 
his talk evoked considerable informal 
discussion. 

Rex B. Magee, Lamar Life, and affec- 
tionately referred to by his Southern 
Round Table associates as “The Vanish- 
ing American,” closed the Monday after- 
noon speaking program with a unique 
talk on “All year service to policy- 
holders.” 


Extensive Plans Are Under 
Way for Life Insurance Week 
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age retirement, educational insurance, 
business protection, mortgage retire- 
ment and life income for business 
women. All six companies are repre- 
sented on a committee in charge of the 
exhibit. The members are John Romig, 
Provident Mutual, chairman; C. E. 
Yorke, Penn Mutual; C. P. Mayfield, 
Fidelity Mutual; E. R. Hurst, Phila- 
delphia Life; George A. Adsit, Girard 
Life; J. L. Milne, Presbyterian Min- 
isters Fund. 


BREAKFAST IN MILWAUKEE 


Insurance Week in Milwaukee will 
open with a “kickoff” breakfast May 11. 
Lynn S. Broaddus, Chicago, manager of 
the Guardian Life, will speak. On 
Wednesday night, a dinner meeting is 
being arranged in the new municipal 
auditorium in Shorewood, northern resi- 
dential suburb with M. J. Cleary, presi- 
dent Northwestern Mutual Life, as 
speaker. The program also includes a 
life insurance play written by Laflin 
Jones of the Northwestern Mutual home 
office. Extensive advertising is also 
planned. S. J. Stevenson, National 
Guardian Life, is general chairman. 


Features on the Program 





Notable Speakers Are Announced for 
the Meeting of the Insurance 
Advertising Conference 





NEW YORK, April 30.—J. Fred Es- 
sary, Washington correspondent of the 
Baltimore “Sun” and an internationally 
known newspaper man, will be the 
speaker at the Friday evening session 
of the Insurance Advertising Confer- 
ence at Annapolis, May 22-23. He will 
speak on “What the Non-Insurance 
Man Would Like to Know About In- 
surance.” At Saturday morning session’s 
the guest speaker will be S. S. Larmon, 
vice-president Young & Rubicam Ad- 
vertising Agency, New York City, 
whose topic will be “Insurance Adver- 
tising.’” Mr. Larmon has been actively 
interested in the campaign for Life In- 
surance Week 2nd has made an inten- 
sive study of insurance advertising, par- 
ticularly from the layman’s viewpoint. 
D. C. Gibson, advertising manager 
Maryland Casualty, is program chair- 
man. It is anticipated that in response 
to a special invitation, many members 
of the Life Advertisers Association will 
attend the meeting. Following the Sat- 
urday morning session several members 
plan a sightseeing tour of the Naval 
Academy and later of Washington. 





———— 
Function of Supervisor 
Is Topic at Indianapol; 





At the monthly meeting of the Gen. 
eral Agents & Managers Association of 
Indiaanpolis, E. A. Crane, Northwest. 
ern Mutual Life, led a round table gis. 
cussion on supervisors. But two points 
in the proposed program were covered 
“When does a general agency or branch 
office need a supervisor” and “What does 
the general agent or Manager expect 
the supervisor to do?” So much inter. 
est developed that it was decided to 
continue the discussion at the next 
meeting. In addition to the regular 
members there were present a number 
of supervisors who participated in the 
discussion. 

From the opinions expressed it was 
apparent that supervisory needs vary 
as to agencies. Some agency heads ex- 
pressed the need of a supervisor to re. 
lieve them of details and to handle sit- 
uations that consume time the general 
agent or manager could use to more 
profitable advantage; to discover and 
develop new men and to be responsible 
for them after they have been put on 
a production basis; to oversee district 
managers; to become trained for man- 
agership jobs and, where the head of 
the agency has put in many years of 
arduous work, to relieve him and give 
opportunity for relaxation. 

In response to Mr. Crane’s second 
question, “What do you expect a super- 
visor to do?” the first manager to re- 
spond remarked, not altogether to face- 
tiously, “I expect him to do all the 
things I don’t want to do—just to bea 
trouble shooter.” 








News of Pacific 
Coast States 











J. S. Williams on Tour 


J. S. Williams, assistant superintend- 
ent of agencies of the Oregon Mutual 
Life, is making his annual spring in- 


spection tour of the western agencies. j 


He will visit Rockwood C. Nelson, 
southern California general agent, im 
Los Angeles. He will also go to San 
Diego. 


Celebrate Baseball Victory 


D. Gordon Hunter, vice-president and 
agency manager of the Phoenix Mutual 
Life, was the guest of honor of Man- 
ager Leon A. Soper of the Los Angeles 
agency at a dinner given to the agency 
in recognition of its victory in a West 
Coast “baseball contest.” The “season 
was organized with a series of seven 
“games” between the Los Angeles, San 
Francisco, Portland and Seattle agencies. 
Under a scoring arrangement worked 
out by Warren F. Howe, home office 
supervisor, stationed temporarily on the 
west coast, the “teams” played six i- 
ning games (from Monday through Sat- 
urday) during a period of seven weeks. 
Los Angeles “cleaned up” the series 
with six games won and only one lost. 








Rankine in New Offices 


N. S. Rankine, district manager 1m 
Los Angeles for the southern California 
agencies of the Federal Life of Chicag®, 
is now established at 1205 Bank 0 
America building. Mr. Rankine was 
formerly sales manager of the 
Peters agency of the Federal 
Angeles. 


Commissioner Frank Yetka of Minne- 
sota is in a hospital at Cloquet, Minn., 
as the result of an auto accdent near 
Sandstone, Minn., while driving to his 
home in Cloquet. Mr. Yetka was forced 
into a ditch to avoid hitting another car 
Several ribs were broken and he was 
otherwise bruised. He is expected to 
be in the hospital for a week or more. 


E. L. Daniels has been appointed ae 
eral agent by the Ohio National 4 
Granite City, Ill. He had previously been 
with the Monumental Life nine years. 
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test of life ; 
Mvestment, 
Own grade 


nsurance as of every other 
is what it will do on the 
said of the business cycle, he 
ie neeatt, NEW Philosophy of investing 
S needed, that of taking account of the 
entire business cycle. 


annual statement as to his ability to 
carry on. The three points are that he 
has never failed to declare satisfactory 
dividends, that he can count on con- 
tinuance due to the condition of his 
health, etc., and that he is guaranteeing 
them in the future. He is then asked 





‘rector Palmer discussed the new 





how long he expects to be productive; 


said. When one of his policyholders 
wants to terminate a policy, Mr. Ander- 
son proceeds as though about to carry 
through his request, but stresses the Sig- 
nificance of the loss in terms of income 
for the policyholder’s family. This argu- 
ment has conserved many policies that 
would otherwise have been lost, he said. 





president Jacksonville association, with a 
Springfield committee of managers. The 
other Springfield association officers 
taking active part were First Vice-presi- 
dent Dewey Golightly, Prudential; Sec- 
ond Vice-president Leon Senesac, Pacific 
Mutual, and Secretary-Treasurer Harold 
O. Plummer, Mutual of New York. 
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Dole Not the Way 
to Have Security 


(CONTINUED FROM PAGE 1) 


which had not depreciated, and in many 
cases containing the only equities avail- 
able when it became necessary to put up 
more collateral or produce ready capital. 

Low bond prices in 1932 presented a 
fine opportunity for life companies’ in- 
vestment but there was small interest 
in purchase of these because demand for 
policy loans was so great it absorbed a 
large part of income which normally 
would have gone for investment. Then 
came the bank moratorium of 1933, in- 
surance companies being endangered by 
being compelled for a time to play the 
part of banks as sources of cash. 
Through these darkest days, Mr. Smith 
said, the life insurance structure stood 
firm. Death losses and matured endow- 
ments were paid without delay and con- 
fidence of the American people in life 
insurance was increased one hundred- 
fold. Cooperation of companies with 
policyholders was strikingly manifest in 
extension of the grace period for 30, 60, 
or even 90 days in some states. 


Great Public Confidence 


The first gains in life insurance during 
the depression were seen in 1934, the 
stock market taking a long turn upward 
and regaining losses of 1932 and 1933. 
The American people began to look to 
life insurance as an investment because 
yields therefrom were much better than 
they could get elsewhere and they started 
to buy annuities on a vast scale. This 
placed new responsibilities on life com- 
panies which have continued to the pres- 
ent time. Money poured in in greater 
volume than ever before. Decreased 
yield on company investments was re- 
flected by dividend reductions. Mr. 
Smith said, “It is a great tribute to the 
common sense of the American people 
that these necessary reductions in divi- 
dends have not changed to any extent 
whatsoever the confidence they have in 
this great institution.” 

He pointed out that last year com- 
panies generally recognized that at least 
for the present contributions to surplus 
must come in large part from careful 
selection of risks, and they relied on 
cooperation of the agents to bring this 
about. “With excess interest earnings 
over reserve requirements becoming less 
because of the great volume of bonds 
which are called for redemption, the ne- 
cessity of the contribution from mortal- 
ity has assumed even greater signifi- 
cance.” 


Discusses Interest Rate 


Mr. Smith said life company officials 
are sometimes asked in these days of low 
interest rate why policy loan interest rates 
did not follow the general trend. He 
said, “There are many technical reasons 
for this, all of which are correct, but I 
believe the experience of 1932 and early 
1933 is the best practical answer. That 
is, that when interest rates in those days 





were soaring to unheard of heights, pol- 
icy loan interest remained the same, and 
the policy loans were available upon the 
simple request of the policyholder at a 
day’s notice. That to my mind is the 
function of a policy loan. It is available 
to the policyholder without delay or red 
tape, in good times and bad, when inter- 
est rates are high and when they are 
low, and it is not a time loan callable in 
30, 60 or 90 days.” 


Compares Life Insurance 


and Veterans’ Bonus Bonds 


(CONTINUED FROM PAGE 2) 


On the life insurance I have collateral 
that is good anywhere. I can borrow 
money for 6 percent. As it is paying me 
on this basis approximately 3.56 percent, 
I have really access to money at less 
than 2% percent. 

“Therefore, I have no hesitancy in 
recommending to any veteran who is in 
position to make an investment (where 
the cash is not immediately required for 
past debts or living expenses) to con- 
sider the single premium 10-year en- 
dowment; or if he was content with a 
long pull to take the single premium 20- 
year endowment. 

“There are many men today who can 
get insurance now, but if they wait un- 
til their bonds mature may be uninsur- 
able.” 


Insurance Has Definite 
Place in Security Plan 


(CONTINUED FROM PAGE 6) 


taxes and various other forms of levies, 
such as general property taxes. 

In effect these taxes increase the cost 
of insurance because they have to be 
included somewhere. The pamphlet 
states total income in 1934 of all United 
States legal reserve life companies was 
$4,786,000,000 and total disbursements 
$3,662,000,000, in addition to which com- 
panies were required by law to increase 
the reserve fund $953,000,000 to guar- 
antee fulfillment of policy contracts, 
making total disbursements and addi- 
tions to reserves $4,615,000,000. This 
left net income only $171,000,000. The 
companies incurred premium and other 
taxes, exclusive of property taxes in 
that year, of approximately $64,000,000 
for payment in 1935. 


Find Taxes Amount to 
87 Percent of Net Income 


“Based on a typical state net income 
tax 1aw as applied to corporations gen- 
erally,” the pamphlet states, “life in- 
surance companies were subjected to 
the equivalent of a 37 percent net in- 
come tax. 37 percent net income 
tax is unquestionably large, but it is 
not the result of an unusual year. Dur- 
ing the past five years taxes have aver- 
aged 30 percent of net income.” 

“There is no principle which justifies 
these large levies on premiums de- 


posited by policyholders,” the pamph- 
let states, “unless it be. expediently 
based on ease of collections, because 
fundamental tax methods are not appli- 
cable.” 

Only about 5,000,000 of the 127,000,- 
000 citizens have incomes sufficiently 
large to make a federal income tax re- 
turn, yet one-half the population bears 
the life insurance tax. More than nine- 
tenths of insurance tax goes for gen- 
eral expenditures having nothing to do 
with insurance expenses, for cost of 
supervision by insurance departments 
consumes only 5 percent of taxes col- 
lected. 

“There is no satisfactory substitute 
for the benefits which life insurance 
makes available,” it is stated. “Public 
and private charities, old age pensions, 
and various types of relief do a great 
work, but they cannot possibly fill the 
role of life insurance. If life insurance 
were not so widely utilized by individ- 
uals, the state burden in caring for the 
aged and the dependent would be in- 
finitely heavier. Statistics show that in 
normal years the amounts paid to 
policyholders and beneficiaries exceed in 
many states the total amount appro- 
priated for all welfare purposes. Had 
life insurance taxes paid in 1934 been 
used to purchase additional life insur- 
ance, the added human life value cover- 
age would have been $3,000,000,000. 
This would have benefited the states 
immeasurably. 

“Tf it is the function of government 
to give assurance to its people that 
they shall not starve in their old age, 
then it is also a function of government 
not to kill opportunity for thrift nor to 
destroy the accumulation of savings 
which makes those results obtainable.” 


Social Security Not 
Intended to Replace Policies 


It is stated that life insurance can 
be in accord with all objectives of the 
social security program, but it must 
be made clear that social insurance is 
not intended to take the place of life 
insurance and annuities, but rather to 
supplement them; that social insurance 
will never take the place of individual 
provision, but merely take care of those 
who under no conceivable circumstance 
in good times or bad can care for them- 
selves. Agencies for setting up indi- 
vidual provisions must not be torn 
down in the process of raising revenues 
for building supplemental reserves for 
those who cannot provide their own. 

“One of the first duties of govern- 
ment should be to provide security for 
the results of individual enterprise and 
initiative—without that there can be no 
permanent national prosperity. We 
must not destroy the only real source 
of effective financial independence.” 


Warns Against Practicing Law 


Attorney General Wright of Nebraska 
has warned insurance adjustment com- 
panies and agencies against giving legal 





advice and preparing legal documents. 
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DEATH OF H. D. CUTTER 


H. Donald Cutler, sales manager g 
the C. E. Delong agency of the My 
tual Benefit Life in New York City, 
died April 25 at the age of 44. He ha@ 
suffered a severe heart attack about q 
month before. He was a University of 
Michigan graduate and entered life in. 
surance in 1925 in the Johnston & Clark 
agency of the Mutual Benefit in De. 
troit. He was at the home office for 
a short period before going to the New 
York City agency as sales manager, 


* OK 
LINCOLN ON COMMITTEE 


L. A. Lincoln, recently elected presi- 
dent of the Metropolitan Life, has been 
elected a member of the executive com- 
mittee of the Life Presidents Associa- 
tion, succeeding F. H. Ecker, who was 
recently made chairman of the Metro- 
politan’s board. 
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SUPERVISORS TO HEAR ANDERSON 


Harry W. Anderson, assistant super- 
intendent of agencies of the Travelers, 
will be the speaker at the New York 
City Life Supervisors Association’s 
lunchon meeting May 5 at the Gover- 
nor Clinton Hotel. 


* * * 
DERBY ACCEPTS WELFARE JOB 


Executive Manager E. M. Derby of 
the New York City Life Underwriters 
Association has accepted the chairman- 
ship of the committee which will solicit 
contributions among agents to the Citi- 
zens Family Welfare committee’s cam- 
paign to raise at least $1,500,000 to help 
private family welfare agencies meet ex- 
traordinary financial demands. 











NEWS OFLIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Charges in Policy Literature, Rate|} 








Books, etc. Supplementing the “Unique Manual 
Digest,” published annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 

















Offers New Burial Policy 


Liberty National Life of Birmingham, 
industrial department, is now offering 4 
new type of burial insurance policy 
which pays the beneficiary a cash sum 
in addition to taking care of all funeral 
expenses. Premiums vary according to 
age. 


Canada Life 


The Canada Life calls attention to am 
error in the 1936 edition of the Little 
Gem Life Chart. On Pages 69 and 70, 
at the top of each page, the reserve 18 
shown as AM (5) 3% percent. This 
should be 3 percent. 





Answers 


to 208 Questions 


of Ohio Insurance Department 





Every Life Insurance Agent ap- 
pointed in the State of Ohio after 
June 30 will be required to pass 
an examination to secure a license 
to sell in that State, this examina- 
tion to be conducted by the Ohio 
Division of Insurance. 

A booklet containing the 208 
questions from which the examina- 
tion will be taken, togc#ter with 
answers prepared by The Diamond 
Life Bulletins in cooperation with 
Actuaries and C. L. U. Managers 


and Agents, is now available. The 
answers as given are satisfactory 
to, and on file with, the Insurance 
Department of Ohio. 

These questions and answers are 
so comprehensive that they will 
provide adequate study for exami- 
nations in any State. Not only is 
the "Life Questions with Answers" 
booklet indispensable for a porson 
preparing for an examination, it is 
equally valuable for training new 
Agents or conducting weekly 
meetings. 


Single copies 


l 


Prices 


5 copies, each 
10 
25 
50 
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Diamond Life Bulletins 

420 E. 4th St., Cincinnati, Ohio 
booklets containing 

the 208 Ohio license examination queés- 


tions with answers, covering Life In- 
surance. 
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